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Sales Managers: 





Help your salesmen and your distributors! Back them up with advertising to ‘‘P. A’s”’ as an aid to increased sales. 
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“We'll save time and trouble—and we know the quality will be O.K.” 





To countless purchasing agents “Republic” means “O.K.” on steels and 
steel products. They know from experience that every shipment, every 
product they buy from Republic is of the same uniform high quality. They 
assume that all other Republic products are of the same unvarying quality 
—and they are right. 


Republic offers you a centralized source of supply upon which you can 





depend for practically every need in steel—offers you a means for simpli- 


fying your purchases, for relieving your buying headaches and for saving 


ELECTRUNITE 


we 
‘eat? 


ne money. Write for further information. Republic Steel Corporation, 
TUBING General Offices, Cleveland, Ohio. 





PRODUCTS OF BERGER MANUFACTURING 
DIVISION THAT YOU SHOULD KNOW 


ABOUT * Special fabricated units * steel lockers ¢ 


steel office equipment « steel shelving * automotive 





bins * merchandising tables * sheet metal building 
products (steel ceilings, metal lath and fireproof 


building materials) * Silentaire room ventilator. 


When writing Republic Steel Corp. for further information, please address Department EP 











tion, 











Another Goodrich “Belt” 
that Flexes Longer 


A typical example of Goodrich development in rubber 


F GOODRICH means only transmis- 

sion belting and hose to you, let this 
young lady remind you that Goodrich 
makes everything of rubber from thread 
to steel mill rolls, from paint to acid 
tanks, from street car springs to putty. 
There isn’t a home or office, factory or 
farm, that couldn’t be made more efficient 
and economical with Goodrich rubber. 

The same engineers who developed 
a transmission belt which flexes five 
times longer have now developed a 
new rubber yarn for girdles which lasts 
longer, helps female America “keep in 
shape’... Latex is made into a special 
age-resisting, heat-resisting compound, 


drawn into strands fine as a hair, and 
cured. Two strands of cotton thread 
are then wound around the rubber 
under tension. Result is a yarn so 
fine it takes 3 miles to make a pound, 
yet so strong it keeps its flexibility, 
good as new, long after other rubber 
yarns are as lifeless as an old garter. 

Ideal for the more active, athletic 
women of today (whose activity wore 
out former rubber yarns), this latest 
Goodrich development is a typical 
example of the versatility of Goodrich 
engineers. Scarcely a week passes that 
they do not find a new improvement 
—to make rubber or synthetics last 


longer, resist air or chemicals be 
stand more impact and abrasion 
these improvements are applie 
once to all Goodrich products they 
benefit, so don’t take it for grat 
that the belting, hose, tanks, packi a 
you use are giving you the lons 
possible life—until you find out w 
improvements Goodrich has mad 
comparable products. Your Good 
Distributor can tell you, or write 
B. F. Goodrich Company, Mecha: 
Rubber Goods Division, Akron, O 


Goodrich 
se’ ail’ citi RUBBER 


vork appears on page 64) 
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D rescmasmys 


Established 1915 as “The Purchasing Agent’ 
Consolidated with “The Executive Purchaser’ 








PURCHASING is an independent journal, not the official organ of any association. 


It is the only 


publication of national scope devoted exclusively to the interests and problems of the purchasing 
executive in industry and government. 
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LONG DISTANCE Leaves no 


PURCHASING STONE UNTURNED | 
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Bircuasine executives today cover every — answers .. . to build and to keep good will 


possible source of supply in order not to with their suppliers . . . to discuss freight 
miss any opportunities for lower prices or rates, delivery terms, and credit matters 


better quality. They use Long Distance. . . and often to pick up valuable news 


because it is the fast, clear, comprehen- about conditions and trends in business. | 
| 
sive way to investigate markets thoroughly. | Buyers agree that the economy of Long | 


Long Distance enables them toask <“*, Distance telephone service is a good 


> ae 







6 


detailed questions and receive precise _ | ) investment. 
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COURSE NOT! 


N upholding an award of com- 














pensation, where a workman had 
contracted an infection resulting in 
death in the course of his employ- 
ment, a Michigan Judge made the 


following memorable statement: ‘‘Of 





course no one could testify that he 


saw a germ—germs cannot be traced 





in their individual wanderings, like 
persons, and the most that can be 
done is to tell the condition that 


would render infection probable or 








possible. Award affirmed.”’ ‘*Tracing a germ in its individual wanderings’’ 


For purchasers and users of Industrial Thoughtful purchasers don’t’ take 
wiping cloths, this language has a special chances! They insist on buying only 
significance. As the court said, germs are sterilized wiping cloths, and to be positive 
not visible to the naked eye. Wipers, some- that the cloths delivered actually conform 
times apparently clean, may nevertheless to this specification, they demand the 
harbor disease germs capable of Sanitary Institute Seal on every 
causing death or disability. Such bale. Don’t gamble — use only 
cloths are dangerous to the worker— Institute Labeled Wipers. 

costly to the employer. 





THIS ADVERTISEMENT SPONSORED BY THE FOLLOWING MEMBERS OF 
THE SANITARY INSTITUTE OF AMERICA 
BROOKLYN, N. ¥.—American Sanitary Rag Co., 600 Degraw St. 
BROOKLYN, N. ¥.—Delia Waste Products Corp., 1557-61 Dean St. 
CHICAGO, ILL.—American Sanitary Rag Co., 1001-15 W. North Ave. 
CHICAGO, ILL.—Central Mills Co., 3920-60 S. Loomis St. 
CHICAGO, ILL.—Chicago Sanitary Rag Co., 2137 S. Loomis St. 
CLEVELAND, OH!O—Mansco Corp., 3524 East 74th St. 
CLEVELAND, OHIO—Wiping Materials, Inc., Room 216—1836 Euclid Ave., W. H. Martin, Rep. 
PITTSBURGH, PA.—Armstrong Sanitary Wipers Co., 1233 Spring Garden Ave., N. S. 
PITTSBURGH, PA.—Wiping Materials, Inc., 320 Empire Bldg., J. M. Evans, Rep. 
ST. LOUIS, MO.—Wiping Materials, Inc., 2000-28 N. Main St. 


For complete Institute specifications write any member or 


The Sanitary Institute of America, 10 S. LaSalle St., Chicago 
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TOUCH —I?’s so easy to operate that 


WRITING QUALITY —Every /etter is 
I've forgotten what finger-fatigue clear, clean-cut, uniform. Every word 


means. is in perfect alignment. invite error. 


Secretaries Ag 


THAT THE WORLD’S NEWEST...1S THE WORLD’S GREATEST TYPEWRITER 


Ny 


Ce 
w/ 


Ve /7- 


oe 
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The news has gone round. Typists 






1) / 





~ 


are talking about it wherever they 
foregather. Executives whose or- 
ganizations depend upon typing 
most have placed their initial or- 
ders. One company has bough five 
hundred new Underwood Master 
Typewriters—a well-known school 
has purchased one hundred and 
nineteen for instruction purposes! 

Look beyond the distinctive new 
lines of this really beautiful new 
Underwood foramomentand think 
of it only in terms of performance. 

The new Master gives you“Dual 
Touch Tuning”... instead of a sin- 
gle adjustment for touch, the Mas- 
tet offers two, one of them con- 
trolled from the keyboard at a 
mere flick ..f the typist’s fingers. 

The new Master offers a com- cane 
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SIMPLICITY — There are no trick oper- TYPING EASE—Every operati) 
iting gadgets to slow you up and ture is placed close to the & 


} : 2 
uhere it belongs. 





There are approximately as many Underwood Typewriters used in the schools of America as 
makes of typewriters combined. 


pletely sealed back, an exclusive 
Underwood feature that provides 
maximum protection against dust 
and assures even quieter Operation. 

Accept the judgment of those 
who know typewriters. Make up 
your mind to give this outstanding 


Underwood Master TYPEWRITER ( ty, 


new Underwood Master a 


Telephone the nearest Underwo 


Branch. 


Poe Typewriter Division 
UNDERWOOD ELLIOTT FISHER COMP 
lypewriters.. Accounting Machines .. Adding Ma 

Carbon Paper... Ribbons and other Supplic 
One Park Avenue . 
Sales and Service Everywhere 
Underwood Elliott Fisher Speeds the World’s Bu 
Copyright 1938, Underwood E!\iott Fisher Company 


} ) 


New York, 
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Ts KAS yY to obtain quality merchan. 


dise at low costs by using 
BENNETT BROTHERS 


famous BLUE BOOK 
GIFT WARE 


PRIZES 


PREMIUMS 





Diamonds—Watches— Jew- 
elry— Silverware — Giftware 
Leather Goods — Sporting 


(,oods — House 


Items — The 
Merchandise 





103-Page 

DeLuxe Edition 

Illustrates Thousands of Values 

{ Most Dependable Source of Supply 


Bennett Brothers are distributors of Standard Quality Merchan- 
dise for many of the nation’s leading factories. They are in a 
position to serve you best. 

Hundreds of large prize users know Bennett Brothers, and know 
that under one roof they will find a complete Prize and Premium 


Service 
Low Price 


Furnishing 
Cream of All 


Glolite’ 
XT466—192 in. 
Net Each 
(Suggested Ret 
XT467 15 in 
Net Each 
Suggested R 
Candlelit 
XT468—20 in 


Net Each 
Retail $ 


Sugeeste 
XT469—9Q7 in 
Net Each 


Suggested Ret 


Beautiful assorted 


gn 3123 
$2.21 


$4.19 
$5.73 




















Service. Nearly forty years of successfully serving our trade. is Glolit Candi 
your guarantee of promptness and efficiency at all times. tive Binocular cot dam te 3 ee gee <P “ton gol 

Send Your Trial Order Today— rrying ; sight f tree. Colors: G 
The demand for BENNETT BROTHERS “BLUE BOOK” is great and it is sent nsult 3 tt srothers 


only to Dealers, Sales Managers, or Purchasing Agents of well rated firms 


Buy Diamonds Direct from 
the 
Importer! 


V althem 
Watch 


Your NET Cost $20.09 
Your NET Cost $16.66 


$41.00 


$34.00 








DIAMOND ENGAGEMENT RING 
2 er 40Ct. Diamond 
(B. B. List $164.00)... Your NET $80. 36 








Roto- Ve 


Excellent value set in 14K Yellow Gold K4993 line: saith anes ‘ >ries Ea $31 82 3987—17 Jewel Waltham Strap $19 11 


Hy ca (Mirs. Suggested Retail $59.9! : B B. Catalog List $39.00) Your NET Cost 
XD2455—DIAMOND WEDDING RING 4 wonderful new cleaner made by Landers. F X3988—9 Jewel Waltham $ 5 68 
(B. B. List $50.00)... . Your NET $24 50 and Clark, makers of the famous niversa é B.B. Catalog List $32.00) Your NET Cost 
? rieal Products. Specifications Powerful whirl = 
Attractive matching design set with 10 nina Super Section. Rubber Sealed a ght gern 
selected diamonds. trap. Ball Bearing Mot miu l - ep . 
Runners and Hardware minur Vand : 7 ee 
. ° . Swivel Carpet nozzle ight t. Rot > a “ ; 
Memo Selections Sent to WW ell is exceptionally low in cx ae & jue 
‘s : ity—accessories—efficient v ¢ |XMAS PRESENTS 
Rated Firms justify a much highet price e ect! -ction pie gt for the whole family 
in the “Blue Book.’ os ss 





U 6 | t $3 Op me 44 BENNETT PERSONALITY BRACELET 
D> Sow heer 3.50 1.72, 7 D letters List $5.00 
List $6.00 NET $2°9 . a 7 to 10 letters $ NET $2.45, 


Sterling silver brace a initialed with any name. Adds unusual charm to any costum«s 
finish to prevent tarnish. 


Seme in oy Yellow Gold up to 6 letters List $40.00 NET $19.60. Additional letter 


~~ BENNETT BROTHERS, inc. 


Importers — Distributors Prize or Premium Catalogs made for your exact requirements 
485 Fifth Avenue, New York -- 30 East Adams St., Chicago ee ee Sr eee Sena Se Oe ee ree, 


motion Division 
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$4.19 
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$20.09 
$16.66 





$19.11 
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Yours on 


reviewed on this and the following pages. 


utility value to purchasing agents. 





Purchasing agents will find it well worth their while to read the publications 





Kiequest 


From among the many submitted 


to us, they have been selected by the editors as having greatest interest and 


To obtain copies, simply fill in and mail coupon at the bottom of this page. 1] 





_—————— 





The Lunkenheimer Co. has recently issued a new 
469. 44-page List Price Schedule which supersedes ail 
previously published list prices. It covers the entire Lunken 
heimer line of valves, boiler mountings and lubricating devices. 

The new Brown & Sharpe No. 000 Plain Milling 
470. Machine is described in detail in an attractive, 
profusely illustrated 8-page bulletin. This machine has been 
designed specifically for the economical, rapid production milling 
of small pieces such as parts for sewing machines, firearms, 
electrical apparatus, business machines, etc. Broad ranges of 
speed and feed enable it to handle efficiently a wide variety of 
materials, using cutters down to the smallest end mills. 

The new sample book of thin papers just announced 


486. by Esleeck Mfg. Co. contains numerous samples for 
records, forms, copies, letterheads, advertising, legal documents, 
air mail, branch office and foreign correspondence. A variety 
of weights, finishes, and colors, in grades ranging from 25% to 


100% rag content, are included. 
‘Helpful Hints on Sealing Methods,”’ a new folder 
=» just issued by Moore & Thompson Div. Hudson 
Pulp & Paper Corp., offers valuable pointers and suggestions on 
the proper use of gummed paper tape, with a view to better pro- 
tection of packages and saving through avoiding waste. 
492 The history and development of phosphor bronze 
» is recounted in the Seymour Phosphor Bronze 
Manual, which answers questions concerning non-corrodibility, 


resilience, fatigue resistance, machinability, toughness. Also 
contains data, tables, list of applications, etc. 


“Checking Up on Check Valves,” an 8-page, 
493. 81/,” x 11” booklet just issued by Crane Co., covers 
the whole check valve field in word, picture and diagram. The 
two basic types of check valves and their various applications are 
described, ten ‘‘Do’s and Don’ts” are listed and a two-page 
“Handy Reference Guide to Crane Check Valves” is devoted to 


cross-section views. 
50 The latest Howard Paper Co. pamphlet, attrac- 
« tively printed in three colors on 24 lb. Howard 
white bond, stresses the attention value of the fourteen colors 
in which Howard Bond is available. 
A new 8-page 8'/,” x 11” catalog covering B. F 


508. Goodrich Co.’s standard line of Vibro-Insulator 


tubber-to-metal type mountings illustrates the six types of 
Vibro-Insulators and lists their dimensions. Among subjects 
discussed are ‘“‘The Principle of the Vibro-Insulator,” ‘‘How to 
Select,”’ ‘‘How to Load,” and “Effective Methods of Mounting.”’ 
Also included are photographs and descriptions of a variety of 
machines which have been mounted on Vibro-Insulators to elimi- 


nate unnecessary vibration. 
5 l 5 The new handy pocket-size 1939 Stock List Book 
= just issued by Joseph T. Ryerson & Son, Inc. is a 
convenient guide to steel buyers. Gives complete listings and 
description of the wide range of Certified Steels and allied prod- 
ucts carried in stock for immediate shipment. Included are 
handy reference tables, weight charts, standard specification 
listings, etc. Among the products described are beams, chan- 
nels, angles, plates, bars, strip steel, cold finished bars, alloys, 
tool steels, flat wire, stainless steel, mechanical and boiler tubing, 


welding rod and wire, bolts, rivets, etc. 

52 l Buyers throughout the country who have been us- 
« ing the Utility Supply Co.’s Office Supply Catalog 

for 32 years will welcome the new, greatly enlarged 1939 edition 

Just released. Every conceivable need in office supplies 

from pins and clips to furniture and file cabinets . . . as well as 

usiness machines and shipping supplies are represented in this 

Profusely illustrated 450-page, 8!/2”x 11” catalog. Thousands of 

items are included, all available from large stocks occupying a 

six-floor building. 
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522 Large artistic photographs that bring beauty 

« commonplace products distinguish the hands 
new 100-page catalog of Upson Bolts, Nuts and Rivets recent! 
released by Republic Steel Corp. The most widely used of 
5,000 standard items in Upson’s stocks, covering every con 
able type of bolt, nut and rivet, are represented in this bool 
which is a valuable and convenient guide to every buyer of thé 
products. Numerous tables of dimensions and weights are 
cluded, plus information on plating and special metals, such 
Toncan copper molybdenum iron, Enduro stainless steel, Re] 


lic double strength steel. 
530 In 20 large, easy-to-read, well illustrated | 

» 11” x 12'/,”, Hygrade Sylvania Lamp Co. outli 
the ‘‘Hygrade Proposition to Lamp Buyers,” in which 6 ma 
questions of concern to lamp buyers are answered in d 
[he questions cover the history, growth and financial stand 
of the company, operating policies, the product, research, s 
facilities, saving in cost. A complete schedule of pri 


included. 

534 he new ‘‘Type D” Norton Roll Grinding 
«» chines, with traversing work tables, are descr 

in detail in a splendidly illustrated 16-page 8!/.” x 11” bull 

Complete specifications, shipping data and floor space f 


models are given 
54 l In easy-to-find indexed form the Scully St 
« Products Co. presents a heap of information 
value to all buyers of steel via its new, comprehensive S 
List and Reference Book, which gives a long list of Scully P: 
ucts, such as sheets, bars, angles, wire, stainless, eaves troug 
copper and brass. Also contains many handy reference 
including standard gauges, length of rivets necessary for va 
grips, weights of steel circles, circumferences and areas, | 
gallons in round tanks, U. S. gallons in rectangular tanks, et 


542. 3 


1938 Jewelry and Gift Book. In addition to diamonds, watch 
jewelry and silverware, this book also shows a large selection 
furniture, apparel for men and women, toys, electric applian 
leather goods, luggage, prizes, premiums, etc., including 1 


nationally advertised items. 

547 Standard designs of wheelbarrows used by ind 
« trial plants, warehouses, retail stores, transport 

tion companies, packing houses, contractors, institutions, « 

are illustrated in the Fairbanks Co.’s 24-page, 8!/.” x 11” Catal 

54-49. Represented are models for handling concrete, mor 

coal, coke, pig metal, oysters, phosphate, stone, castings 

and other materials. Carts and scrapers are also shown 

tailed specifications given. 


One of the most voluminous wholesale merchand 
catalags ever issued is Joseph Hagn Co.’s 640-pag 
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Yours on Request 


Purchasing agents will find it well worth their while to read the publications 
reviewed on this and the following pages. From among the many submitted 
to us, they have been selected by the editors as having greatest interest and 
utility value to purchasing agents. 


To obtain copies, simply fill in and mail coupon at the bottom of this page. 





548 A comprehensive presentation of scientific metal \ new pneumatic transmission system for remote 
« laboratory furniture is provided by the Kewaunee 553. measurement and control of flow, temperature. 
Mfg. Co.’s profusely illustrated 142-page, 8! x 11” “Kewaunee level and pressure is described in ‘‘Remote Measurement and 
Book of Metal Scientific Laboratory Furniture Latest and Control,’ Foxboro Co.’s new 7 page Bulletin 227. Of particular 
best practices in design, material and construction for industrial, interest to oil refineries, chemical plants and other industries 
hospital, college and school, governmental and other labora where explosion and fire hazards exist and where flexibility of 
tories are represented. Among the equipment shown are table air operation is desirabk 

tops and counters, standard metal furniture units, laboratory 

sinks, specialized laboratory hardware and appliances, traps and A sam of Shark Skin filter paper, developed to 
drain fittings, laboratory service and electrical fittings, labora 554. meet the needs in a wide variety of industries for 
tory cases, industrial and educational laboratory furniture high wet-strength and resistance, combined with low price, is 
mechanical ventilation, chairs and stools, et included in a folder just released by Carl Schleicher & Schull Co, 


John B. Kennedy, renowned commentator, inter 555 Service Tests of Diesel Oils,’ issued by Standard 
s views ‘“‘Cappy’’ Walsh, General Purchasing Agent e Oil Co. (Indiana), 1s a guide to accurate testing 
of internal combustion engine oils, especially Diesel oils. It 


describes conditions which must be substantially uniform in 
rder to ( ariation in results that may follow from slight 





of the Pennsylvania Railroad, in a refreshing folder entitled, 
“He Buys Pins—and Locomotives '* released by the Edi 
phone Div., Thos. A. Edison, In In the famous ‘‘Kennedy . 

style, the folder relates his conversation with Mr. Walsh, in changes in operating conditions 
which the latter explains how and why Ediphones serve thi 


. P ] ry ) . ) 9 ‘ 
Purchasing Department of the Pennsylvania Railroad devoted to Rex Roller Chains and 
s Sprockets comprise the new 8 x 11" Catalog 
SS IT 
33 just relea 


sed by Chain Belt Co. List prices and dimensions 
550 Cont: ) pages, the new Operators Handbook ( tandard and non-standard roller chains, stock and made-to- 
e on truck, bus and farm and industrial tractors, der spr ts are included, also engineering information on 
just published by B. F. Goodrich Co., features a table on the lection and application of roller chain drive 
effect of load and speed on tire service, with percentages of 
recommended maximum loads at maximum sustained speeds to romoting improved safety of plant, product and 
obtain normal tire service. Among the subjects discussed ar¢ personnel with modern cleaning methods and 
how to prevent truck tire failures, including the heat-speed etal treater Industrial Safety,” a new 12-page booklet 
problem; development of the new Goodrich Hi-Flex tire cord ust released by Oakite Products, Inc., points out how greater 
and its relation to the heat-speed problem; methods of cor aby ured in many different types of industrial 
rectly calculating truck tire costs; load analysis, load and plas ad ou wavs for eliminating common fire and 
service diagrams, load ratios and inflation pressures; specifica occupational rd Operations discussed include paint strip 


tions and data for tires for all commercial us pin leaning machinery or similar surfaces; reclaiming oily 











removal of rust and scale from water 


“Facts About Shipping Boxes,’ a handsomely and irculatin quipment ontrolling bacterial growths and pre- 
55 l s profusely illustrated booklet issued by Hinde & enti un ilations ot algae and slime deposits in recir¢ ulating 
Dauch Paper Co., features a “‘check list’’ for buyers, enabling water suppl reducing cutting oil infections; cleaning floors, 
them to use facts as a yardstick in measuring factors that de ighting fixtut feteria 
termine shipping box quality. The factors included in the ‘‘check 
list’’ are: raw materials, super-processing, engineering research, 558 \n extremely attractive new folder issued by 
designing facilities, factory locations, service, each of which art « Howard Paper Co. stresses the importance of good 
itely designed letterheads in developing bust- 
1 good will and includes samples of letterheads on Howard 
Three new, interesting folders are announced by Bond he latter is available in six different finishes and four- 
552. C. Howard Hunt Pen Co. The first describes the teen 
new BOSTON Silver Comet pencil sharpener, which incorporates " a oe ee a 
a number of worthwhile improvements. The others, of interest 59 Phousands of suggt stions for “gh mas gifts, am 
to your drafting and engineering departments are, ‘‘Speedball ; i ore 5, tenga ges re ig re ® Co. 
Lettering and Drawing Pens with Alphabet Demonstrations Saw <- c., = In the new ant oe. ss 7 ‘ r 
‘a rinciples of Pen Drawing.’ tributors’ Catalog. Featuring a complete line of dia 
ee erchandise, this distinguished catalog also shows watches, 
clocks, silverware, leather goods, electric appliances, 
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560 Six new additions to the line of Stanley Safe y 
4 od ; ; . ‘ cl S P ‘S ~ < Ss age strated 
I wish to receive the following literature: ' e Electric Saws are presented in an 8-page illu 
bulletin, offering detailed descriptions of applications, special 
ind applications. One of the models shown is the Ele 
Numbers: . Peale tric Stone Saw, adaptable for cutting limestone, random ashlat 


marble, slate, roofing tile, asbestos roofing, transit 











tone, ete 


Che new line of Allis-Chalmers close-coupled c¢ n- 
56 l » trifugal pumps is described in Bulletin 1653, which 
includes capacity tables showing ratings obtainable, recom 
ended motor sizes and speeds for various rating. Also de 
I re single suction, base mounted pumps suitable for V- 
belt or direct connection to gasoline engines or steam 
Dimension sheets and useful data in figuring 
ire included 


7 and 10 
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Wanr Sreet INA Hurry? 


YOU CAN COUNT ON SCULLY SERVICE 
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| : it night a breakdow! 


S and wccurs in one of ( eveland’s large 
atalog ndustrial plants. Foreman calls 
‘nsions 


uur Cleveland Warehouse at once 
Workmen quickly cut the needed 
bar of shafting 
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& Co RY as you will to keep ample stocks on — quitting time and holidays. Scully “minute 
ae hand, don’t you, every once in a while, | men” are always ready for your call. 


jances, need steel in a hurry to keep production on For regular orders, too, call Scully. Each of 

schedule? That’s the time to try Scully Ser- our eight warehouses has a large stock of steel, 
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utility value to purchasing agents. 





562 Advantages of gas unit heaters—for heating, ven 
«s tilating, cooling and drying—are outlined in a well 
illustrated folder prepared by Automatic Gas Steam Radiator 


Co. Among the advantages claimed are economy, durability, 
saving of floor space and safety, all of which are explained in detail 


563 Direct drive rotary pumps for hydraulic power 
« transmission and general purpose are the subject 
of Geo. D. Roper Corp.’s 12-page Bulletin R-511. Illustrations, 


dimensional drawings, capacity and horsepower tables, etc., ar¢ 
included along with other information 


564 Combining lead and graphite in its alloy, Johnson 
« Ledaloyl self-lubricating bearing bronze, a new 
development in bearing materials, provides maximum economy, 
sufficient strength for exceptional performance, and the right 
amount of lubrication. Described in detail in a new booklet 
issued by Johnson Bronze Co 


565 Inside views of conveyor operations in many 
« fields.....including paper pulp, newspaper, brew 
eries, distilleries, bottling, paint, soap, chemicals, oil refineries, 
food, meat packing, department stores, mail order houses, whole 
sale grocers and drugs, textile, rubber, docks, warehouses, steel, 
foundries, machine shops, electrical appliances, hospitals, in 
surance, etc.,. feature Standard Conveyor Co.’s 32-page 
81/.” x 11” Catalog 306. Numerous actual installation photos 
show roller, wheel, belt, chain, live roller, slat, push bar and ver- 
tical lift conveyors; also spiral chutes, tiering machines, portable 
pilers, lowerlifts, recordlifts, pneumatic tube and foot power 
systems, 


566 Profusely illustrated, Bull Dog Electric Products 
« Co.’s 36-page 8'/,” x 11” Catalog 386 describes 
Universal Trol-E-Duct, a flexible and convenient wiring method 
providing movable outlets, and shows construction details and 
installation views of ducts, hangers, elbows, caps, couplings, 
trolleys, plugs, fuse assemblies, etc 


567 The properties, manufacture and uses of Dilecto, a 
« laminated synthetic material, are presented in a 
48-page, 8'/2” x 11” booklet issued by Continental Diamond 
Fibre Co. Possessing great mechanical strength and machin 
ability, this waterproof insulating material is produced in sheets, 
rods and tubes and has wide applications in many industries, 
such as electrical, chemical, telephone, automotive, paper, avia- 
tion, steel, textile, washing machine, oil burner, etc. Numerous 
tables show approximate weight of standard size sheets, water 
absorption, dielectric strength, number of feet of tube in a pound, 
etc 


68 Folder No. 112, just issued by Stearns Magnetic 
« Mfg. Co., describes its line of magnetic clutches, 


magnetic clutch-brake combinations and magnetic brakes 


PURCHASING, 11 West 42nd St., New York, N. Y. 
I wish to receive the following literature: 


Se 
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Yours on Feequest 


Purchasing agents will find it well worth their while to read the publications 
reviewed on this and the preceding pages. 
to us, they have been selected by the editors as having greatest interest and 


From among the many submitted 


To obtain copies, simply fill in and mail coupon at the bottom of this page. 


569 Purchasing agents who have been using L. & C 
s Mayers’ Co.’s Trade Catalog will welcome the 
27th Annual Edition just published. This handsome new 385- 
page book illustrates a vast array of new merchandise suitable for 
Christmas gifts for customers and employees, as well as for all- 
year-round needs such as sales and sport prizes, special company 
iwards and presentations, general personnel requirements, et¢ 
Diamonds, watches, jewelry, silverware, electric household ap 
pliances, clocks, leather goods, luggage, radios, glassware, 
smokers’ articles, lamps, trophies, etc., are included among the 
host of articles shown 


570 In three recent folders, Milwaukee Brush Mfg. Co 
» illustrates a wide range of industrial brushes 
Represented are steel wire brushes for many purposes, flat wir 
casting, butchers’ block, wire wheel, flue, furnace, radiator 
sanitary and floor sweeping brushes, also automotive brushes for 
wire cleaning, fender, body, spokes and battery 


57 Che new catalog of Weston Industrial Temperature 

» Gauges illustrates both general purpose and heavy 

luty types, showing list prices, actual sizes of dials, typical scales 
ries. Laboratory thermometers are also illustrated 


5 2, A clear desk for purchasing agents and other 
7 « Officials is made possible by the new personal 
Executive File’’ that places every important paper at your 
finger tips. Illustrated and described in a 4-page folder issued 
by Automatic File & Index Co., the ‘‘Executive File’’ is desk 
high, equipped with silent gliding casters, a cover and a lock, 
alphabetical guides, also automatic expanding drawers for con- 


7 


venient, easy finding and filing as well as 20% greater capacity 


573 Designed for a host of industrial applications, S. $ 
s White flexible shaft driven tools and equipment 
ire presented in a new 36-page, 8!/,” x 11” illustrated Catalog TC. 
Emphasized are ‘‘Flexarms,’’ which are complete flexible arms 
for attachment to any motor. Included in specifications for the 
latter are horsepower ratings and speeds of motors for which 
ach model is adapted. Various other tools and accessories are 
shown 


574 Visible control that gives ‘‘facts that talk fast” 1s 
« the subject of a colorful, attractive 16-page 81/2" x 
11” booklet published by Diebold Safe & Lock Co. Unlimited 
flexibility features this company’s new visible record system, 
which includes files and reference panels that are assembled from 
standard, interchangeable units and that are easily inserted, re 
moved and transferred. Convenience, space saving and ease of 
operation speed up record processing operations. 


575 Bennett Bros. new 1939 ‘‘Blue Book,”’ illustrating 
» several thousand articles excellently adapted for 
gifts, awards, sales promotion uses, prizes, personnel needs, etc., 
is now available. Many new items are included in the extensive 
lines of diamonds, watches, jewelry, silverware, electrical ap- 
pliances, leather goods, and other wares represented in this an 
nual merchandise catalog 


576 Saving of labor, time and compound consumed, It 1s 
» claimed, is accomplished by the new Blakeslee 
metal parts Washing Machines, various models of which are il 
lustrated and described in a new folder. 


5 Just off the press is American Hair & Felt Co.'s 
T7. new catalog of ‘Insulating and Cushioning Ma- 
terials,’ devoted to hair felt products for thermal insulation, 
sound absorption and general cushioning. The variety of uses 
for these products, presented in 28 well illustrated pages, is sur- 
prising and ‘‘P. A’s” in virtually all industries would do well to 
investigate 
Additional listings on page 7 and 8 
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G-E FLUORESCENT MAZDA LAMPS 
PROVIDE NEW INDOOR DAYLIGHT 


The new G-E Fluorescent MAZ- 
DA lamps offer shops, factories, 
and industrial plants almost 
unlimited possibilities where- 
ever daylight effects or colored 
light sources are wanted. They 
give several times more light 
for the current consumed than 
filament lamps of the same wattage and color. For 
the same amount of light, they are 50 % cooler. 

The daylight Fluorescent lamp offers the closest 
approach to real daylight ever produced at high ef- 
ficiency. It will be particularly useful for industries 
where color discrimination is important. 

These new lamps (also available in red, gold, pink, 
blue, green, and white) require special sockets and 
control equipment which is now available. 





Look for this tag when you buy Auorescent lighting equipment — 











GENERAL 





REVOLUTIONARY 
NEW MAZDA LAMP 
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G-E MAZDA PROJECTOR LAMPS 
ARE COMPLETE LIGHTING UNITS 


= v Here is another new type of 
"] lamp never before available! 
The G-E MAZDA Projector 
lamp that combines a mirror 
reflector, a light-directing Jens, 
and a 150-watt lamp filament 
in one hermetically sealed-in 
unit, protected from dust, mois- 
ture, and deterioration. Available in two types— 
Spotlight type which has a concentrating lens and 
produces a narrow light beam of high intensity, and 
the Floodlight type with a lens that spreads the beam 
to illuminate a larger area. Both types list at $1.70. 





General Electric also presents the 150-watt MAZDA 
Reflector lamp (see inset photo at lower right). With 
the same type of mirrored surface used on the Pro- 
jector lamps, the Reflector lamp is made of ordinary 
glass, and will be of value wherever a smaller, light- 
weight lamp with a beam of less intensity is needed. 
Its use is also recommended where lower first cost 
is important. Price $1.10. 


The new G-E Fluorescent 
MAZDA lamps come in 18, 
24, and 36-inch lengths and 
in 15, 20, and JO-wvatt sizes. 
Prices run from $1.50to $2.10. 














































Certified as to Compliance with )) 
Specifications for Fixtures Using 
Fluorescent Mazoa Lamps 


ECTRICAL TESTING (apORAT ORES 
“ ’ 





ELECTRIC 





























The new G-E MAZDA 
Projector lamps are made 
of heat-resisting gluss, 
permitting outdoor use. 


G-E MAZDA REFLECTOR LAMPS 













General Electric Co., Dept. 166-PR,Nela Park, Cleveland,O 
Please send me complete information on: 

A) G-E Fluorescent MAZDA lamps. 0 

B) G-E MAZDA Projector and Reflector lamps. |{ 
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h__ NORTON ABRASIVES _ Xk 





1 | For Spring Grinding 
and Other Production Jobs . . 


Norton Disc WHEELS 
FOR grinding springs of all kinds and 


for many other production surfac- 
ing jobs, disc grinders are proving the 
most economical. Atnd for all kinds 
of work on all types of disc grinders 
there are Norton Discs 
Solid and Segmental Types 
Plate and Inserted Nut Mountings 
Wet and Dry Grinding 
Alundum,19 Alundum, 38 Alun- 
dum and Crystolon Abrasives 
Vitrified, Silicate, Resinoid and 
Shellac Bonds—-A wide vari- 
ety of Grains, Grades and 
Structures 


A Norton booklet, “Disc Grinding,” 


gives full information. Send for a copy. 


NORTON COMPANY 
Worcester, Mass. 
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OF CRANE 
SCREWED FITTINGS 
ARE FOUND FIT 


HE precise manufacturing methods that ac- fittings for the most common services 
count for such a high standard of perfection in piping satisfaction, specify Crane-E« 
the production of Crane Screwed fittings are your throughout, because—in fittings as 


assurance of superior performance—even in Crane ITS WHATS INSIDE THAT COUNTS / 


VALVES « FITTINGS «+ PIP 
k PLUMBING e HEATING * PUMF 


GCRANE CO... GENERAL OFFICES 36 S. MICHIGAN AVE., CHICAGO, ILLINO! 


NATION-WIDE SERVICE THROUGH BRANCHES AND WHOLESALERS IN ALL MARKETS 





a3 
CRANE SCREWED FITTINGS 


FOR ELBOWS—900°0, 67!2°, 600, TEES—Service, Four-Way, COUPLINGS—Right Hand, UNION FITTINGS— Mc 
45°, 30°, 22120,11%0° and Drop Tees, long Sweep, Right and Left, Half (Also - and Female, 90° and 


POWER PLANTS AND FACTORIES [ipxiogOU eho MOS aa Cri AAO M CMC ctr mf) nt) re 


Side Outlet, Drop, Hub Vent creasers Run or Outlet 





Crane’s line of fittings includes 





<= > 7 f | VN wa) 
~~ iS | 
not merely the few hundred types = g =—3 
‘ a Sar boon Pony 
and sizes i ost common use 
mee . BUSHINGS — Outside and PLUGS—Saquoare Head, NIPPLES—Close, Short, UNIONS—Ground Jo 
but a total of more than 10,000 Inside Hexagon, Face, Ec Solid, Countersunk, Bar, Long, Tank Gasket Type, Female, M 
— ‘ ‘ centric, Double Tapped Barrel and Female, Air-Pump 
separate and distinct items in Cast : 
and malleable iron. A CRANE FITTING FOR EVERY PURPOSE—The screwed includes banded and plain patterns, Black or galvonized, 
fittings shown above are only a few of the scores of dif n a wide range of straight and reducing Sizes, in four 
ferent types and modifications. The complete Crane line pressure classes in malleable iron and five in cast iron. 



































Separate Lists of the manufacturers of every product 
With descriptive information about the products of thousands of them. 








a 
LINK. 
INR BECT 


cae S 
ECON OM =] 
=<? 
oe” 


ae 





Executives 


Sales Departments 


Fuse 
ciacuits 
CVEnvuncas 








A few of the various services it is now rendering 


to more than 25,000 concerns in the U. S.— All 
Lines — Everywhere. 


It often saves more per week than it costs per year. 








q 


For Purchasing and Purchase Research 


The efficient —— needs the names of all sources of 
supply for everything, instantly at hand to facilitate 
securing any requirement;— 


Thomas’ Register supplies this essential information with an 
efficiency unequalled by anything else. Alll manufacturers 
of any product with descriptive product matter for thou- 
sands of them. 


In Conjunction With Catalogue Files 
Look in the Register for any product you want. It 
will instantly show you whose catalogues and cir- 
culars to consult, or whose to write for—often 
worth its cost for this service alone. 


TR has in excess of 15,000 factual descriptions from 
manufacturers. 


A-Z Blue Section—Instantly shows home office of any 
concern, or nearest branch office; also its affiliated and 
subsidiary concerns. 


A Capital Rating for Each Name—One of its many 
valuable features. The capital ratings are often use- 
ful in making the selection desired, either when 
buying or selling. 


Locating Successors to Discontinued Concerns 
Being able to promptly secure a replacement part often 
saves many times the cost of the part. 


Generally Useful to Everyone 


Write for details of thirty-day offer. 
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Purchasing Departments 


Hl | ea Engineering Departments 


Research Departments 
Laboratories 
Superintendents 


Works Managers 


A LIBRARY OF INFORMATION 


All in one 5,000 page combined directory and collective catalog 


A GENERALLY USEFUL AND PROFITABLE SERVICE FOR 


and all others having to do with investigating, buying, specifying, or who 
require names of American Manufacturers in any line, for any purpose. 








HOW 
THOMAS’ REGISTER 
SAVES ON PURCHASES 


Because THOMAS’ REGISTER is com- 


plete, it enables the Intending Buyer— 


1—TO INVESTIGATE «a number of sources of supply 


which will assist him in making the most economical | 


purchase. 


2—TO ADD new names to his present list of sources of | 


supply. 


3—TO VERIFY his present prices and bids—thus insuring | 


an economical purchase for all requirements. 


4—TO MORE QUICKLY LOCATE sources of supply for | 
requirements which are new to his department, thus | 


saving the time lost in referring to numerous catalogues. | 


5—TO INVESTIGATE possible savings which can be 


effected by substitutions or improvements in present 
material, machinery, and methods. 


6—TO RECALL TO MIND products previously pre- | 


sented by a salesman or through an advertisement. 





TRY THESE SUGGESTIONS ON YOUR NEXT | 
PURCHASES—WE FEEL CERTAIN YOUR | 
SAVINGS WILL BE SUBSTANTIAL. 

















THOMAS PUBLISHING CO., 467 Eighth Avenue, New York, N.Y. 
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Complete control 


““WASTE-TIME”’ ““SAVE-MONEY”’ 
WAY WAY 
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a This is the genuine patented 
Phillips recessed head 
4 Proven most successful for all types of industrial 
le ne 
Note the tapered recess in the screw — its angle was 
“ked out after months of tests to determine the most 
NG “cent form of recessed head, utilizing the driver’s maxi- 


“m turning power. Note the flat surfaces — no curves 
‘Pt at the rim. That prevents the driver from burring 
racew, Cold forged to tolerances of plus or minus .001” 
° guarantee a perfect fit. 2 sizes of Phillips Drivers fit 
of all screw sizes commonly used. 





Now it’s safe to go fast where it was risky even to go 
Phillips Recessed Head Screws end danger of accident 
slipping drivers — so faster driving methods are 


and manufacturers cut assembly time up to as much as 


Using electric and pneumatic drivers to assemble parts alread Nas 
much too risky before the Phillips Screw with its recessed head c: g 
Now there’s no danger of the driver jumping from the screw Za 
gouge across the finish — the tapered point of the Phillips D: t n 
the screw’s tapered recess. One Phillips driver fits snugly a rf 


screw sizes. 


RESULT: Fastening time reduced — in some cases up to of 
each assembly hour. Manufacturers report — ‘‘35%, increase ies 
per day”’... “saves 50°; in total assembly time’”’ . “cost re ich 
greater than anticipated, due to facility of driving by pov 1a 
terially reduced our accident hazard”’. . . ‘“‘estimate operator: ween 
30 and 60°, of their time”... ‘“‘work spoilage eliminated per 


to drive Phillips! 





PHILLIPS( 


Y, 


SCREWS 


Gain Time... Guide-Driver... Guard Worl 


U.S. Patents on Product and Methods Nos 


MACHINE SCREWS 


2,046,343; 2,046,837; 2,046,839; 
Other Domestic and Foreign Patents Allowed and Pending 


i SHEET METAL SCREWS 


American Screw Co., Licensor, Providence, R. 1. 
Continental Screw Co., New Bedford, Mass. 
Corbin Screw Corp., New Britain, Conn. Russell, Burdsall & Ward Bolt & Nut Co., Port Chester, N.Y. 


‘ecturad | 


National Screw & Mfg. Co., Cleveland, Ohio 


2,046,840: 2,082 







WOOD SCREWS’ /f/!*> STOVE BOL 


. 


Parker-Kaion Corp., New York, New York 


Send Coupon for FOLDER B — containing at least a dozen ways Phillips Screws 
lower your assembly costs. (Address your inquiry to one of the firms listed above 
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In Stock .. . Immediate Shipment 


You ‘are assured not only Certified high quality 
steel, but also Immediate Shipment when you 
order from Ryerson. For years we have been known 
as the source for “‘Immediate Steel’’. Modern 
equipment, special handling and dispatching 
methods and an unusually wide and diversified 


range of products makes it possible to meet al- 


most any requirement. The Ryerson Stock List 
is your guide to these large stocks. If you do not 
have a copy of the current issue, we will be glad to 
send one. Phone or write the nearest Ryerson plant. 
Joseph T. Ryerson & Son, Inc. Plants at: Chicago. 
Milwaukee, St. Louis, Cincinnati, Detroit, Cleve- 


land. Buffalo, Boston, Philadelphia, Jersey City. 


RYERSON STEEL-SERUVIC 
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Ask for Wage-Hour Compliance 


Wi the effective date of the wage-and-hour bill, which embodies 
the new legal philosophy of holding both seller and buyer responsible 
for observance of the basic labor provisions of the act in respect to the goods 
passing in commerce, purchasing agents must add one more point to be 
checked in their purchases. The procedure is simple: a clause on the pur 
chase order—a rubber stamp will serve the purpose—asking for certitica 
tion that the labor provisions have been complied with in manufacture 
Since the checking of invoices also comes within the duties of the purchas 
ing department in most organizations, this must be followed by inspection 
of the invoice to see that the request has been met, just as materials are 
tested for conformity to physical specifications. Beyond that, policing the 
new law through buying offices can scarcely be expected to go. 


Some purchasing agents have been reluctant to undertake this ad 
ditional precaution and routine. That reluctance does not imply antagon- 
ism or disrespect for the labor policy which is now definitely written into our 
national law. For the most part it reflects the desire to simplify rather : 
than to elaborate contract provisions, and it attests to the confidence in 
sound vendor relationships that is a characteristic of good purchasing. 








PURCHASING has consistently advocated the simplification of con 
tracts, and has sought to promote the type of buvyer-seller relationships 
that make it unnecessary to rehearse the whole Uniform Sales Act with each 
transaction. Nevertheless, it must be pointed out that the present law 
differs in one important essential from ordinary statutes governing pur 
chases and sales. It is not based on that normal business relationship as 
buyer and as seller, under which certain responsibilities can be defined and 
allocated, and under which reasonable redress or adjustment can be made 
by recourse to the courts, in the event that a disagreement goes that far 
Rather, it sets up a sort of partnership entailing joint responsibility for 
an act required of the seller before delivery and acceptance of the goods 
In this sense, it puts new meaning into the old phrase, ‘‘Let the buyer 
beware!” 


Under these circumstances, the buyer has a direct and special re 
sponsibility to his own company, not to accept any unnecessary liability 
along with a shipment of merchandise. The agency inherent in the buyer's 
position, and clearly stated in the title, ‘Purchasing Agent,’’ leave no room 
for doubt as to his personal duty to use common caution in safeguarding his 
company against this hazard. 


ist It is no aspersion against a vendor to ask for the statement of com 
- pliance. It is merely good business sense, and any reputable vendor will 
be willing to make that statement, which in effect merely accepts his own 





i responsibility under the law. Refusal to do so may not mean that the 

- company is violating the regulation as a manufacturer, but it does mark 

ai that company as an unsatisfactory supplier in declining to accept a prope! 
/e- responsibility in the transaction. . 
iv. 


Few companies, we believe, will wish to commit themselves to a 
principal role in a test case, as purchasers. The precaution is simp 
It is the purchasing agent's simple duty to exercise that precaution. 








STUART F. HEINRITZ, EDITOR 


NOVEMBER 1938 





























Who tells 
the Purchasing Agent 
What and Where 


to Buy 


O A VERY GREAT EXTENT, industrial sales 
yates mn is predicated on the supposition that 
purchasing agents buy only what some one else tells 
them to buy. That some one else is variously identi- 
fied as the president, the superintendent, the plant or 
designing engineer, the master mechanic, chief elec 
trician, storekeeper—in fact, the only point of common 
agreement is that it is some one other than the man 
who actually issues the orders. 

The source of that impression is not the rank and file 
of competent salesmen out on the firing line of the busi- 
ness front, who spend their time industriously calling on 
purchasing agents as the normal and effective way of 
selling their wares, whether they like the system or not. 
Nor is it from personal experience, for some of the com- 
panies who are most firmly committed to this general 
supposition point to their own purchasing official as a 
unique and glowing exception to the rule. Neverthe- 
less, the idea is being dinned so insistently into the ears 
of sales and advertising managers that from sheer 
weight of repetition—both in the assertion and in the 
hearing— it has gained some credence. 

It is not a logical assumption to believe that modern 
efficient management, built up on the principles of the 
division of labor and the delegation of authority and 
responsibility, would go to the trouble of segregating 
the function of procurement and setting up an office and 
an organization for this specific function, only to nullify 
it by reducing it to a meaningless clerical routine. Yet 
businessmen are apparently willing to believe that, at 
least in concerns other than their own, this has been 
done; that when reason and knowledge of a particular 
situation rule out any of the officials mentioned above, 
there must be some ‘‘mystery man” behind the scenes 
who dictates purchasing decisions; and that the first 
step in the sales job is to find the man who tells the 
purchasing agent what to buy. And since 95% of 
industrial materials are competitive in the sense that 
there are various alternative acceptable sources of 
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supply, they have extended this assumption to include 
where as well as what to buy. 

PURCHASING set out to get the facts on this situation 
In making this study, we were prompted by a dual 
motive 


Service to the field of purchasing executives whom 

blication serves, the men who are being classified 
stamps. 

correction of a serious economic waste in 

n effort, that is engendered by the acceptance 


1 


ules promotional policy. 


Method 

us way to find out what the purchasing 
to buy is to examine the requisitions which 
come to him and provide the authorization for his pur 
chases. his is a documentary.record, verifiable in any 
business office where purchase records are kept. It is 
possible, and perfectly feasible to take those requisitions 
just as they come, for ad _ or a week, in a sufficient 
number to constitute a re resentative cross section, and 
to support that record by checking against the purchase 

orders issued to cover those requisitions. 
That has been done. The following summary con 
It is the 
ris actually done, over 


tains not one item of in or assertion. 
factual record of how { 
a specific period of time venteen industrial organi 
zations. They are located in seven different states 
Massachusetts, Connecticut, New York, New Jersey, 
lvania, Ohio, and Illinois. They range in size 
ompany with $600,000 annual purchase 
two whose annual purchases exceed $20,000, 
000. The median company in this study buys $4,500, 
Q0O worth of materials and supplies in the course of a 
year; the total buying power of the seventeen com 


panies in 1937 amounted to $188,764,72 


are diversified in nature: 2 manufacturers ol 


- tools, 3 manufacturers of industrial equipment 
and specialties, 3 electrical manufacturers, 2 food indus 
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tries, 1 chemical company, | process industry, 1 mining 
company, 3 metal fabricators, | manufacturer of house- 
hold appliances. They serve manufacturing industry 
with standard, special, and technical products, the 
agricultural market, the building trades, and the 
domestic consumer. 

A total of 3,353 requisitions were individually tabu- 
lated. Eliminating the duplication of frequently re- 
curring items all handled in an identical way, replace- 
ment parts for existing equipment which are neces- 
sarily procured from the original supplier, and those 
items furnished to a customer’s specification such as 
several instances of motors for attachment to machine 
tools, all of which have no bearing on the subject under 
study, there were 1,750 requisitions, each representing 
an actual individual transaction from its inception to 
the issuing of the purchase order. 

These have been taken just as they come. The 
requisitions originated in operating, stores, engineering, 
personnel and maintenance departments, in branch 
plants and field operations. They embrace a compre- 
hensive range of industrial materials, supplies, and 
equipment—abrasives; adding machines; automobile 
trucks and tractors; batteries; belting, belt hooks and 
lacing; bolts, nuts, rivets and washers; brake lining; 
brushes; bushings and bearings; cartons, crates and 
cases; cans and tanks; castings and forgings; chemi- 
cals; clay; cleaning materials; condensers; conveyor 
belt and roller chain; crucibles; cutting oil; drafting 
room supplies; drinking cups; electric light bulbs; 
electrical tools; enamel frits; fans; filing cabinets and 
supplies; floor materials; friction tape; gauges; gasoline, 
fuel oil and lubricants; gaskets and packing; glassware; 
grinders; hose; hospital and safety supplies and equip- 
ment; knives; lift trucks; locomotives; lumber; 
motors; name plates; office supplies and stationery 
items; paints; paper towels and toilet tissue; printed 
forms; pulleys; pumps; refractories; steel in a wide 
variety of types and forms, and other metals; switches; 
textiles; tires and tubes: small tools; transformers; 


1,336 
requisitions 
76.3% 
no brand 
or source 


specified 
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unit heaters; valves and traps; ventilators; weldins 
rod and gases; wiping cloths; wire and cable. 


Results 


The most notable feature in this mass of factua 
source material is that on 1,336 of the 1,750 requisiti 
there is mo specification whatever of brand or make 
sired. Who tells the purchasing agent what and whe 
to buy? In 76.34°% of the cases, the answer is: ‘‘N 
body.’’ It is left entirely up to the purchasing depat 
ment to select the material and the source. In bett 
than three cases out of every four, whatever prom 
tional effort has been directed behind the purchasi 
department has failed to carry even as far as 
requisition. 

And what of the other +14 cases, in which 
requisitioning department or officer has specified 
brand desired? We followed through to the purcha 
order, and found that in 75 of these instances, s 
other brand was bought. We saw the records, chec! 
back against the original request. For example 

Requisitioned, Clover emery cloth; Purchased 
mour. 

Requisitioned, Norway-Reliance elevator bolts; 
chased, Clark Brothers. 

Requisitioned, Quaker State Oil SAE 30; Pur 
Standard Oil Company. 

Requisitioned, International motor truck; Purcha 
Diamond T. 

Requisitioned, Burroughs adding machine; Pw; 
Victor. 

Requisitioned, Colson No. 7011 lift truck; Pur 
Barrett Cravens. 

Requisitioned, Link Belt Silverlink No. RC120 R 
Chain; Purchased, Baldwin Duckworth. 

Requisitioned, Westinghouse water cooler; Purc/ 
General Electric Company. 

Requisitioned, Mathews conveyor; Purchased, Log 

Requisitioned, Buffalo Forge Company roll kniy 
Purchased, Ohio Knife Company. 


/ . 
339 requisitions 


19.4% 


specified the 
make that was 
purchased 


75 requisitions 


4.3% 


r 


;purchasing agent 
bought some other 
make 











































































FAIRBANKS, MORSE & CO. 
CHICAGO 


To Beloit Plant: y 

This will introduce 
Mr 
of 


is calling at Beloit 





























75 actual instances. 


And so on, up to 
the cases where a definite make was specified on the 
requisition, that specification failed to carry through 
to the purchase order. The purchasing agent had the 
authority, and exercised the authority, to buy from 
some other source which seemed to him more advan 
tageous to the interests of his company in that par 
ticular case. The detour occurred in the purchasing 
office, a circumstance which should be of more than 
passing interest to every sales executive who has a 
competitor. 

That is the situation portrayed in the accompanying 
chart. 1,750 requisitions listing needed materials, 
ready for some one to make a sale. 76.3°% indicated 
by the large, neutral toned sector, left entirely to the 
discretion of the purchasing agent as to make and 


source; 23.7‘ 


+ 


¢ in which the brand has been specified. 
In the smaller sector, representing this 23.7%), the 
section in solid color indicates the 75 cases, 4.3°7 of the 
total, where the purchasing agent has bought from a 
source other than that specified. The lighter section 
shows the 339 cases, 19.4% or less than one-fifth of the 
total, in which some one has indicated to the pur 
chasing agent what should be bought and in which that 
instruction has been carried through to the actual 
purchase. 

There is a shaded “‘twilight zone”’ in the latter sector 
It represents the 252 cases in which the records show 
that competition was invited from two to six sources 
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before awarding the business to the preferred vend 
where the ification was made from a catalog fur 
nished ng department to the using de 
the stores department filled in th 
nown purchasing department sta 


of the previous purchase as a matt 


necessary to draw any elaborate moral 
is a case history of how larg: 
ing is done. The decision as t 
a function of the purchasi 
[he records tell the story 


Reaching Plant Officials 


the picture, we asked for a statement 
s contacts with plant officials and other 


utside of purchasing. 


pany places no restriction of 
, but remarks that salesmen hav 
ility of that sort of approach 


purchasing department has a fre 


urteen companies insist on having the 

ict with the purchasing department 

rying degrees of latitude, permit or e1 

to plant officials through the purchasing 

conditions may dictate in any particular 

f these purchasing agents makes it a pra 

») bring the salesman and the plant mai 

h a contact seems advisable, and the 

followed on subsequent calls 

ranized to handle the situation 

\ card of introduction used by one 

produced herewith. Another concern 

red button, issued by the purchasing 

authorization for admittance to the 

ned to the purchasing department after 

1 third instance, the doorman at the 

mly on the authority of the put 

on the back of the salesman's 

makes the appointment by plant phone from 

In one company, all direct factory mail 

to the purchasing department, and is 

1 along, retained, or destroyed, at the purchasing 

s discretion 

up III. Two companies restrict all interviews to 
purchasing department itself. One of these states 
contact the purchasing depart 
Any other contacts are distinctly 
[his purchasing department is unusual 
the engineering department to all intents 
irposes is a part of the purchasing department 
company, nothing can be bought except by the 
acceptance of the purchasing agent 
is no other source from which business 

secured here.’ 

Detouring the purchasing executive incurs a serious 
economic waste in sales effort. It can be avoided by 
accepting the fact that the purchasing agent’s job is to 
buy——and that he buys. 


PURCHASING 





















































any 
ave 
ich, 


free 


ular 

rac 

nan 
the 


1 in 
one 
ern 
sing 
the 
fter 
the 
yur- 
an’s 
rom 
nail 
d is 


sing 


s to 
es; 
art- 
ctly 
sual 
ents 
ent. 
the 
ent. 


ness 


jous 
| by 
is to 





No. 





1] 





in a series of case studies out- 
lining the actual organization 
and procedure in representa- 
tive purchasing departments 





How 





SHELL PETROLEUM 
CORPORATION Buys 


VHE PURCHASING DEPARTMENT of 
| the Shell Petroleum Corporation 
is set up to serve an organization 
that covers a wide field geographi- 
cally and a range of operations that 
starts with the production of crude 
petroleum in the mid-continent 
fields and carries through the re- 
fining process to the retail distribu 
tion of its varied products. These 
two factors have made a decentral- 
ized organization most feasible, with 
administrative control coming under 
the managing executives located at 
key points throughout the terri- 
tory, but heading up in the office of 
the General Purchasing Agent at 
the St. Louis headquarters. 

The producing division of the 
company has offices at Houston and 
Tulsa. There are also distributing 
offices at each of these cities, and a 
large refinery operation at Houston. 
The other refineries are at Wood 
River, Illinois, close to St. Louis, 
at East Chicago, and at Norco, 
Louisiana. 

The distributing offices, besides 
those already mentioned, are at 
Chicago, Cleveland, Detroit, Indi- 
anapolis, Jacksonville, Minneapolis, 
New Orleans, and St. Louis, thus 
covering a broad belt extending 
from the Gulf of Mexico to the Cana- 
dian border and including the great 
industrial territory of the middle 
west, south, and southwest. This 
constitutes the marketing area of the 
organization, as operations on the 
Pacific Coast and the Atlantic sea- 
board states are conducted by sepa- 
Tate companies. 
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The general purchasing depart- 
ment at St. Louis, occupying the 
ground floor of the Shell Building, 
buys for the general departments of 
the company, which are also cen- 
tralized at this point, and nego- 
tiates the contracts for such material 
requirements as are common to the 
various offices. It does all the 
buying for the Wood River plant, 
in part for the East Chicago re- 
finery, and the bulk of the require- 
ments for Houston and Norco re- 
fineries, though local buyers at these 
points also handle a considerable 
share of these requirements, in- 
In the 
production and distribution offices 


cluding all local purchases. 


the local buyers are classified as 
Purchasing and Stores Represen- 
tatives, and are directly responsible 
to the office manager and the op- 
erating manager, respectively. For 
requirements which are common to 
several or all of these offices, and 
which run to any considerable vol- 
ume, they draw against contracts 
prepared at the St. Louis office. 
On other materials, substantial uni- 
formity of method and policy is 
maintained by means of instruction 
sheets ard a section on purchasing 
in the manual of procedure that is 
furnished to each office. 


Organization 


The organization at St. Louis is 
headed by the company’s General 
Purchasing Agent, who directs the 
policy and supervises the operations 
of the department, and does the 
buying of such items as lumber, 





cement, and tubular goods 
Assistant Purchasing Agent sha i 
the administrative responsibil , 


and buys large refining equ 





pressure vessels, small tanks 
some chemicals. 

Under the direction of these 
ecutives is a staff of six buys 
Each of these men handles a gs] 
cific group of materials, the divi 











being partly on the basis of relat 

commodities and partly on the 

of the departments served. A ¢ 

eral familiarity with all branches 
requirements has been developed ; 


so that the buying assignments 
interchangeable to the extent 
practical flexibility has 
achieved in the department. 1 
general groups are: Sales Depa 
ment supplies, including ser\ 
station and automotive equipm« 
signs, paint, etc.; special contra 
orders for refineries, chemicals 
laboratory supplies, electrical 
terial, and supplies for the Ta 
Car Department; refinery equ 
ment and supplies; office suppli 
plinted advertising material, may 


furniture, stationery and envelop 
One of the buyers also has the 
signment of special order tracer, a1 
follows all orders which are stamp: 
“Trace’’ to denote their special 
gency or particular conditions 
delivery required. 

Office procedure is under the 
rection of a chief clerk, whose 
tion includes four clerks know: 
invoice passers; three clerks ¢ 


gaged in recording invoices for tl 





purpose of the general department 
purchase record as well as for us¢ 
a guide in keeping a proper bala 
in trade relations; five clerks in 
filing division, handling live ord 
and attachments, clearing the 
of dead orders, and taking car 
both incoming and outgoing m 
and a_ stenographic departm 
handling correspondence and 
order writing on a fanfold mach 
The bulk of the correspondenc 
handled by means of dictating 
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chine equipment, except for the accountant with Roxana at Tulsa 
General Purchasing Agent and As- About a year and a half later, he 
sistant Purchasing Agent, who have succeeded to the position of pur- 
secretarial assistance. chasing agent and has held that 
During 1937 this department office ever since, heading the de- 
issued 50,157 purchase orders, total- partment when the Shell Corpora- 
ling more than _ sixteen million tion took over the business, and 
dollars, and handled more than bringing the department to St. 
100,000 invoices. There are be- Louis in 1919. A lifetime in the 
tween sixteen and seventeen thou- industry, of personal familiarity 
sand salesmen’s calls in the course with field operations and watching 
of a year. the development of new materials 
and methods to keep pace with a 
Personnel 
rapidly expanding industry, has 
C. B. Singleton, Purchasing fitted him excellently for the great 
Agent, last June completed twenty- task of coordinating material re 
five years of service with the com- quirements for this large organiza- 
pany and with its predecessor, the tion and efficiently meeting its di 
Roxana Petroleum Corporation. versified demands. 
With one exception, he has the This long and continuous tenure 
longest service record of anyone in of office is typical of the entire de 
the organization. Asa young man, partment. L. C. Murphy, Assis 
he cast his lot with the young pe- tant Purchasing Agent, has been 
troleum industry, working for five with the company eighteen years, 
years in the stores department of the coming to Shell in 1920 from the 
Gulf Pipe Line Company and the Continental Supply Company, 
Gypsy Oil Company at Tulsa. where he had previously acquired a 
Seeing no great opportunity in that wide and thorough knowledge of 
particular line of endeavor and no oil field materials. Other buyers 
immediate prospect of transfer to and departmental workers have 
other duties, he withdrew and op- comparable service records. The 
erated his own grocery business for average length of service throughout 
a while, but was induced in 1913 to the entire purchasing department is 
take a temporary position as stores over ten and a half years 


Procedure 


The requisition for materials is a 
three-part form, only one of these 
forms coming to the purchasing 
department. It goes first to the 
stores department, where it is 
checked as to the possibility or ad- 
visability of transferring the ma- 
terial from stores on hand at some 
other point or from surplus stocks, 
The stores department is separate 
from purchasing, except on station- 
ery items, a central storeroom on 
this material being maintained by 
the general purchasing office. The 
requisitions have a numerical des- 
ignation and a block of numbers is 
assigned to each requisitioning office 
as required, a letter prefix being 
added to indicate the particular 
office or department in which the 
requisition originates. One requisi- 
tion may cover several different 
items. 

The stores department may fill 
the requisition in whole or in part 
if materials are available. Other 
wise it is passed along to the pur 
chasing department. In the event 
that some items have been filled, 
these are taken off the requisiti yn by 
indicating that this material has 


been taken care of. 
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C. B. SINGLETON 


The requisition for warehouse ma- 
terial is an eight-part form. The 
first three copies are forwarded to 
the consignor. No. | is retained by 
the consignor as authority for mak- 
ing the shipment. No. 2 is mailed 
to the consignor’s Division Office 
Stores when the shipment has been 
made, for purposes of accounting, 
pricing and billing. No. 3 is sent 
by the consignor to consignee, 
either packed with the shipment or 
mailed at the same time, and is sub- 
sequently held as the field receipt 
at the receiving Division Office 
Stores. 

Copies 4, 5, and 8 go to the Ship- 
ping Division Office. No. 4 is held 
there until No. 2 is received from 
the shipping point, at which time 
both copies are priced, extended, and 
totaled. The No. 4 copy is then for- 
warded to the Division Office con- 
trolling the consignee, attached as 
detail to a debt memo. No. 5, 
priced as above, is forwarded to the 
General Stores Department at the St. 
Louis office. No. 8 is held in the 
numerical file of the Shipping Divi- 
sion Office. 

No. 6 copy remains in the maker's 
file, and No. 7 is sent to the con- 
signee immediately as a copy of the 
shipping instructions issued to the 
Consignor. It becomes the con- 


Signee’s file copy. 


NOVEMBER 1938 





When the original requisition 
comes to the purchasing depart- 
ment from, stores, calling for the 
purchase of material, it is time 
stamped and placed on the Pur- 
chasing Agent's desk. Here it is 
either approved for purchase or 
questioned, according to circum- 
stances. If approved, it goes to 
the Assistant Purchasing Agent, 
who distributes the purchase requisi- 
tions among the various buyers 
for their attention. By this routing, 
the two administrative executives 
are constantly apprised from day to 
day of exactly what material is 
going through the department. 

By the time the _ requisition 
reaches the buyer, it has been 
initialed with all the necessary 
authorizations, and the buyer fills 
in the blank on the requisition show- 
ing the vendor from whom the 
purchase is to be made, making the 
decision from his own source of 
supply file on the materials he 
customarily handles. In case the 
requisition contains too many items 
for a single order, or calls for ma- 
terials to be procured from more 
than one vendor, the items are 
designated as A, B, C, etc., and are 
entered on a green draw-off sheet 
which is numbered to correspond 
with the requisition number and 
the alphabetical suffix denoting 
the item. A line is drawn across 
the requisition for each item, sig- 
nifying that it is now ready to have 
the purchase order written, and it 
is turned over to the order writer. 


The Purchase Order 


The orders are written on a fan- 
fold machine, and carry the requisi- 
tion number with prefix and suffix 
as described. The majority of in- 
dividual orders do not show a price, 
as current data on this point is 
maintained by the purchasing office, 
but special quotations are entered as 
a part of the order. When written, 
the orders come back to the buyer 
for signature, and the various copies 
are distributed. A cross index of 
all live orders is provided by filing 
the requisitions numerically, while 
the working copy of the order is 
filed under the name of the supplier. 

There are six copies of the pur- 


chase order. The original is sent ¢ 
the vendor. No. 2 is the worki 
copy for the purchasing oflice, at 
is retained until the invoice is 
proved for payment. No. 3 
usually retained, but in special ca 
is sent to the nearest stores offi 
for file reference. Nos. + and 

to the receiving location, the form: 
to be used as a receiving report a1 
sent to the Division Office as s 
as the order is completed, while t 
latter becomes the file copy at dé 
tination. The receiving copy mu 
be checked carefully as to the exa 
amount received, by weight, gall 
pieces, etc., and the condition of tl 
shipment. Partial deliveries 
reported on a special form, so th 
this order copy is not surrender 
until complete delivery has be 
made. There is also a tracer for 
for use in the event delivery is n 
made within thirty days. ‘There 


still another form for reporting over 


shipments, shortages, and damag 
shipments, this information comi 
back to the purchasing departm: 
for adjustment with the vendor 

carrier. Copy No. 6 of the pu 
chase order is for the Division Offi 
destination file. In the case of b 

requisitions and purchase orders 

distribution and routing of the va 
ous copies is facilitated by ¢ 
use of distinctively colored pap 


and ink for each copy, so that the: 


is little chance for any of the rec 
to go astray from the usual cour 
Normally there is no responsi 
ity attaching to the purchasing 
partment to follow up receipts, on 
the order has been issued, on t 
principle that since the material 
charged to a particular departm: 
it is up to them to check the receij 
of that material. This plan is 
intended as any evasion of resp 


sibility, but serves to simplil 


routine and to eliminate unn 
sary effort. The requisition 
tains a space for indicating 
material will be required, and 
is taken into consideration in pla 
the order. As noted above, ord 
calling for urgent delivery 
stamped for tracing and ari 
sistently followed up by one 
buyers assigned to this duty 
tracer form noting non-deliver 
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The two types of requisition form are 

shown on this page. Besides being 

identified by distinctive color, each copy 

is prominently numbered and the rout- 

ing of the copy is clearly indicated on the 
sheet. 
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materials at the receiving location 
is also given prompt and effective 
attention. A return postal card on 
bright pink attention-compelling 
stock is sent to vendors as an order 
tracer, requesting immediate de- 
livery information. Similarly, if 
invoices are not rendered promptly 
to cover orders, a post card follow-up 
is issued by the purchasing depart- 
ment. 

Vendors are asked to submit 
quadruplicate. One 
copy is used for accounting purposes, 
for posting in the invoice register 
and as a voucher for payment. 


invoices in 


Another is attached to the order in 
the completed purchase file, which 
thus carries the complete story of 
the transaction. The other two 
copies are used in the Division 
or Refinery Office or other using 
department where the accounting 
set-up is such as to make these rec- 
ords necessary. 

Each invoice is entered in the in- 
This is 
a loose-leaf visible record, arranged 


voice register as received. 


according to the vendors’ names, 
and showing at any time a complete 
record of the dealings with each 


supplier. It is then passed along 
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The purchase order is a six-part form. 

working copies for the purchasing department and 

receiving department, and file copies for the general 
office, division office, and receiving location. 





to the invoice checkers, who mat 
it with the order and check 
material furnished after pr 
charged have been checked by 
price checker. A record of qu 
tions and price agreements is 
in the invoice division for this 
pose, and any discrepancies 
immediately referred to the bu 
When the invoice has been fou 
in order, it is passed for paym« 
and an entry is made in the in 
register to show that it has g 
out of the department. 
ing copy of the purchase orde1 
stamped for transfer to the de 
file. Orders are totaled daily 
they go into this file. If the 
ment is to be broken down in 


The worl 


way, as for partial payment on « 

tracts which have a predetermi! 
schedule of payment, a Check R 
quest is filled out and sent al 

with the invoice to the treasure: 
department, accounting depa 
ment, or cashier. 

It will be noted that the ab 
procedure, with the entry 
voices and filing of requisitions 
orders, provides a purchase re 
that permits ready referenc: 
cording to using departments 
vendors, but no segregated t 
according to various items ol 
chase. That information is a\ 
able on the materials covered 
general contracts, of course, 
the familiarity of the buyers 
their sources of supply would gi 
fairly complete picture of any 
ticular item if that information we 
required. There is one record 
this sort kept, however, covert 
chemicals which are used in lar 
quantity for refinery operati 
such as caustic soda, soda ash, 
phuric acid, etc. This record 
been found useful in connection w 
the arrangement of annual requir 
ments contracts for these mater 
als, as showing the total consumy 
tion at the several refineries. 

One other special record is ma 
tained, on empty containers, whi 
constitute a very considerable it: 
in thiscompany. There is a mont! 


It provides 
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Detail Shortage or Damage—Showing Name, Part Num 


IVEN ABOVE 
THIS CLAIM 
n your possession) 
r delivery receipt) with proper 


ertihed py. in duplicate 


Have you notified Same order num 


State if total be repaired 
Repaired by 
ncealed, damag pector's report must be attached 


t destroy damage aterial, carrier often requires it as Salva: 


f damaged materia ver to Railroad be sure to se 
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urchasing Department 
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SHELL PETROLEUM CORPORATION 
Purchasing Department 
St. Louis, Mo 
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ents mentioned as have been attached, and 
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Ampunt Credit Received 
leve: Amount Credit Due on Returns 








for each loca- 
tion, showing the purchase order and 
invoice numbers, an identification 


record furnished 


of the containers, amount paid or 
charged on memo invoice, and cred- 
This 
summarized on a recap sheet show- 
ing monthly totals as well as a run- 
ning cumulative total, and covering 
the worth of containers on hand at 
the end of each month, the amount 
paid or on memo invoice, credits 


its received. information is 


received and due, and the new total 
of It 
serves on a 


investment in such items. 


as a constant check 
situation that might easily get out 
of hand and run into large sums if 
not carefully controlled. 
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In this 
which is simple in organization and 


summary, department 


uses a minimum of formal records 
and documents, does an expeditious 
and efficient job of procurement for 
the divisions coming directly within 
its scope of responsibility, and ren 
ders a real buying service and con 
trol for a far-flung organization that 
necessarily operates largely with 
decentralized administration of de 
tail. The 
and the effective 


routing of the records 
use of duplicate 
copies is especially worthy of note 
as providing the essenti 
tion simultaneously at central 
office, divisional offices, and points 


of use, and permitting a constant 


l. The invoice register, a vis- 
ible record kept alphabetically 
by vendor’s name. 
The Over—Short and Dam- 
Report is a complete guide 
to necessary adjustments 


9 
age 


3. A double postcard form on 
bright pink stock is used for 
tracing orders. 


1. Chemicals are an important 

item of purchase, and a con- 

stant stock record is main- 
tained. 


5. An empty container record 
is kept and _ reported = each 
month for summary on a recap 
record showing the complete 
status of this item. 


check 
procurement. 


cross as to the progress 
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COOPERATION 


H. H. SIMMONS 


Advertising Manager, Crane Company 
S t =] I 


President, Engineering Advertisers Association 


Chicago 


EST ANY PURCHASING executive 
hastily dismiss the statements 
of an advertising man on the subject 
of effective purchasing technique as 
incompetent and irrelevant, let me 
remind you that most advertising 
men have to be both buyers and 
sellers. Whether they claim the 
qualifications of a real purchasing 
agent or not, persons who build ad- 
vertising campaigns or produce ad- 
vertising media must, as a rule, have 
something to do with the purchase 
of paper, engravings, printing, litho- 
graphing, etc. Also in the interest 
of selling his company’s products 
the advertising man must study 
very carefully the techniques of buy- 
ing. An important function of 
efficient advertising is to get in- 
formation to buyers which will be of 
the greatest help to them in per- 
forming their function of efficient 
purchasing. 

While acting at present as spokes- 
man for a group of leading indus- 
trial advertisers, I want to keep my 
remarks strictly down to earth by 
basing them on personal experience 
and observation. When I joined 
Crane Co. three years ago I found 
a practice in operation for the pur- 
chase of advertising material which 
seemed the most ideal ever to 
come within my ken. And it looks 
just as good after three years as it 
did then. 

We are fortunate enough to have 
a printing department in our pur- 
chasing division headed by a man 
With many years of experience with 
all the graphic arts and a man who 
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therefore is quite competent to 
judge paper, engraving, lithograph- 
ing and all of the accessory material 
required in an 


paign. 


advertising cam- 
It seemed almost too good 
to be true that the advertising de- 
partment could eliminate from its 
daily schedule all solicitations from 
printers, engravers, etc., and know 
that these sources of supply would 
be handled properly in meeting re- 
quirements to the best advantage. 
This division of responsibility leaves 
the advertising department abso- 
lutely free to concentrate its judg- 
ment on the treatment of objectives 
in the use of advertising material 
and the requirements for each par- 
ticular unit. The standards of ma- 
terial are established by the adver- 
tising department and the printing 
department meets those require- 
ments from the best possible source 
of supply. 

The printing department handles 
the advertising without 
much effort as it fits into the groove 
established for all stationery and 
other forms of printing. This 
method centralizes records and by 
adding the volume to that already 
in the printing department makes 
the account more valuable to print- 
ers, which results in better quality 
and preferred service. It 


volume 


is also 
possible, when advertising programs 
can be anticipated, to arrange for 
the purchase of paper in volume 
with resultant savings. As the pur- 
chase of printing is the number one 
function in the printing department, 


this department can keep abreast 
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of every market condition whereas 
in the advertising department such 
matters must always be secondar 

There are two suggestions at 
once brought to the front by th 
fortunate situation. 
more purchasing departments 
organizations large enough to ju 
tify specialization provide a ma 
with suitable experience to buy ad 
vertising material. 
gestion is that advertising depar 
ments take advantage of the avai 
able talent in their purchasing d: 
partment to insure the best possil 
job of buying the materials th« 
need. Advertising men as a cla 
are of the creative and promoti 
temperament which is not ideall 
suited to the 
weighing of competitive 
which characterizes the good pu 
chasing agent. 

But there is a much broader 
plication of this idea of dividing 
sponsibility between a purchasi! 
department and the departments f 
which it purchases material 
probably is trite to say that pur 

Continued on page 4¢ 
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“7 see the P. A. has switched his brand again. Now personally, | 
q I : 
think the old style was more artistic.” 
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URCHASING, TAKE IT BY and 

large, is not a spectacular pro- 
fession. The work of industrial 
buying, and the steady, useful 
service of the National Association, 
are carried on by some thousands of 
regular fellows who are chiefly dis- 
tinguished by their sincere belief 
in the job and a conscientious desire 
to do it to the best of their ability. 

In every successful and smoothly 
functioning organization you will 
find, quietly at work, a man or group 
of men having a ready sense of re- 
sponsibility and the quality of ut- 
most dependability—the willingness 
to undertake the scores of prosaic 
but necessary details that underlie 
the larger program, and the ability 
and patience to get them properly 
done. When these qualities are 
coupled with clear judgment, en- 
thusiasm, and a genuinely friendly 
nature, the result is a highly effec- 
tive type of practical leadership, 
even though it may be achieved and 
expressed in a very unobtrusive 
fashion. 

Such a man is Paul Nolan of 
Buffalo. He has been a buyer for 
eighteen years, contributing a nor- 
mal share to the successful business 
record of his company, and steering 
the purchasing department soundly 
through a recent period of expansion 
in both plant and products. He has 
been an association man for about 
as long, both in the industry or- 
ganization and in the purchasing 
group. He has served on dozens of 
committee assignments, enjoyed 
both the social and the serious 
part of the work, held office com- 
petently. No story in that; or 
at least no story that could not be 
duplicated many times over. But 
just because of that sort of record, 
and because he has won and held 
the confidence of his fellow buyers 
in upstate New York to an unusual 
degree, purchasing men are glad to 
point to men like this tall young ex- 
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SILHOUETTE STUDIES 


ecutive as representative of their 
profession. 


_ example of his work 
came during his term as Na- 
tional Director of the Buffalo Asso- 
ciation. A movement had started 
in political circles to transfer the 
responsibility of purchasing for the 
Highway Department of Erie 
County from the Board of Super- 
visors to the office of the County 
Purchasing Agent. The change re- 
quired authorization by the State 
Legislature to alter the existing 
charter provisions governing the 
county set-up. The National Asso- 
ciation of Purchasing Agents, keenly 
interested in all such developments, 
proffered its experienced  assis- 
tance, but was rebuffed by a pur- 
chasing agent who had no Associa- 
tion affiliations and preferred to 
carry the matter through as a per- 
sonal project. The result was fail- 
ure. 

This setback, probably of minor 
importance in itself, was neverthe- 
less a blow to the prestige and prog- 
ress of centralized purchasing, 
which is built up cumulatively from 
many such instances. The Asso- 
ciation decided to move in and take 
a hand, and asked Nolan, as its 
local representative in Buffalo, to 
see what could be done. He sat 
down and wrote some letters, un- 
covered some new channels through 
purchasing men to secure proper 
sponsorship for the bill, saw to it 
that the legislators and the gover- 
nor were acquainted with the pro- 
posal and with the purchasing prin- 
ciples that made it a desirable move 
for the public interest, drawing 
upon the rich files of the National 
Association for this purpose. In 
due course, the measure was again 
introduced and went through with- 
out a hitch. 

It was, in a way, ridiculously 


simple. Nolan himself looks back 


James Paul Nolan 















































on the experience with mild an 
ment rather than personal pr 
The point is that the job was 


. IRISH FORBEARS had 
tled around Little Falls, N. \ 
and in successive generations gra 
ally moved westward across 
state. Paul was born in Buffa 
November 12th, 1894, and w 
the exception of one brief interlu 
has spent his life in and ab 
that city. Upon graduation 
Buffalo Central High Scho 
1912, he held the usual variet 
jobs that fall to the lot of a y 
ster starting out to make his 
in business, and presently 
himself in a clerical position 
the Lehigh Valley Railroad 

led to his appointment as trav: 
passenger agent at Niagara 

In 1919 he was_ transferré 
Philadelphia in a similar capa 
The new location did not apps 
him, for no more cogent 
than its distance from his 
city. For three months he us« 
pass privilege to get back to But 
for every week-end, and wh 
opportunity developed to g 
Pratt & Lambert, he promptly 
sook all thought of a caree1 
roading. 

He went to work with thi 
cellent old organization, alread 
tablished over seventy year 
assistant purchasing agent and 
sistant traffic manager. His 
mediate superior was Harold 
Webster, then purchasing 
and now president of the comp 
The business relationship has 
an eminently congenial one 
time-worn expression, ‘‘just 
big family,’ really applies 
case, for it has been a clos« 
harmonious arrangement from 
start, characterized by mutual 
alty, and that is typical of th 
tire organization. 

Paul became purchasing agent 
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1927, when Mr. Webster moved 
up to the senior vice-presidency. 
He inherited a smoothly running 
department and has kept it that 
way, small but efficient and closely 
coordinated with the administra- 
tive and operating departments of 
the business. The scope of the 
company has meanwhile broadened 
to include a more general line of 
paints in addition to the original 
varnish business, and plants have 
been acquired at Detroit, Kansas 
City, and Cleveland, in addition to 
the established operations at Long 
Island City, Chicago, Buffalo, and 
Fort Erie, Ontario. That has 
meant added responsibility, for di- 
rection of the entire organization 
centers in the Buffalo office, but 
the new problems are being ab- 
sorbed in an orderly fashion, with- 
out disturbing the routine or per- 
sonal relations either at the central 
office or at the plants. 


M* WEBSTER WAS A CHARTER 
member of the Buffalo Pur- 


chasing Agents Association, and he 
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promptly introduced his assistant 
into that group. A thorough be 
liever in association work, he has 
consistently encouraged active par 
ticipation in such activities, atten 
dance at meetings and conventions. 
The same policy holds as regards 
membership in the National Paint, 
Varnish and Lacquer Association, 
in which Nolan has served on the 
traffic committee for twelve years 

After serving his apprenticeship 
in committee work embracing prac 
tically every phase of association 
activities, Paul was elected to office 
and became president, then national 
director of the Buffalo Association 
In 1933-1934 he was chosen Na 
tional Vice President for District 
No. 8, which includes the large 
metropolitan associations at New 
York and Philadelphia and which 
also furnished the National Presi 
Walter Kirk 
Thoroughly appreciative of 


dent for that year 
man. 
the honor attaching to these posi 
tions, he has valued them most 
highly for the experience and in 
sight which they have afforded. 
He is deeply interested in the ad 
ministrative side of association work 
and has strongly and consistently 
advocated the elimination of poll 
tical considerations, the selection of 
the best available talent, and a 
policy of letting as many men as 
possible share in this experience to 
the lasting benefit of the association. 

He has not permitted his own 
enthusiasm and activity to wane 
after attaining office and serving his 
term, but has encouraged the selec- 
tion of newer members for such 
positions and using this method to 
develop new talents and to enlist 
fresh viewpoints for the common 
good. 
association is the result of that 


A strong, well rounded local 
policy. He works just as hard tak 
ing orders from the newcomers as 
he did when coming up through the 
ranks. 

Thoroughly sociable, and a good 
mixer, he has found lots of fun in 
the lighter side of association work, 
both local and national, and is one 
of the leading spirits in Buffalo's 
““Gaveliers,’’ an informal organiza 
tion of past officers, over which he 
currently presides as Grand Poo 


Bah. And incidentally, that group 
does a great deal more for the asso- 
ciation than merely conducting its 
annual initiation rites. 


[ JUNE, 1925, PAUL MARRIED Miss 
Jane Curry of Wilkes 
Barre, Penna., a progressive educa 


Isabel 


tor whose services as a teacher are 
still occasionally in demand when she 
can spare the time from her prin 
cipal job of bringing up three young 
sons. Their home is in the Elm 
wood section of Buffalo. 

Nolan claims to be a lazy man. 
He is tapering off on his tennis 
game and prefers to take his strenu- 
ous athletics now as a spectator, 
following football in particular with 
keen interest. He is ready on the 
slightest encouragement to make a 
fourth at contract or in a male 
quartet, and performs very accept- 
ably, though he cherishes no illu- 
sions as to his superior attainments 
in either field. He does a great deal 
of reading, keeping well up to date 
on the new books and still retaining 
his interest in the classics of litera- 
ture. He is one of those loyal ad- 
mirers of Dickens who make it a 
point to go back and re-read one or 
two of the old master’s tales each 
year. 

It is hard to think of a man lead- 
ing a truly lazy life in a family with 
three lively youngsters ranging from 
Like- 
wise, his business and association 
record scarcely indicates any lack 
of energetic application. Paul dis- 
misses the latter point by explaining 


seven to twelve years of age. 


that he always does things in the 
easiest way. That isn’t laziness; 


it’s good management. 


H. E. KieEFrer, Purchasing Agent 
of the Ware Shoals (S. C.) Manufac- 
turing Co., has been elected Vice 
Chairman of the Piedmont Section, 
American Association of Textile 
Chemists and Colorists. 


ROBERT KEACH, Purchasing 
Agent of the Ohio Rubber Co., 
Willoughby, Ohio, has been ap- 
pointed assistant sales manager of 
that organization. 
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FROM EVERY POINT OF VIEW 
Royal’s New No. | is the greatest typewriter ever 
produced! It is truly a revelation in modern de- 
sign and performance. The beauty of its graceful, 
sweeping lines... MAGIC Margin .. . the wide 
variety of its advanced Features of the Future... 
its smooth, quiet, well-nigh effortless operation 

. all contribute toward making this New Easy- 
Writing Royal a masterpiece of mechanical per- 
fection. Give it THE DESK TEST . . . Judge its 
value in terms of results! Compare the Work! 
*Trade Mark 
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AN AMAZING INVENTION! 
Revolutionary ... Here is 
dramatic proof of Royal's 
constant progress! No 
more setting of margins 
by hand! On Royal's New 
No. 1, and only on this 
typewriter, the operator 
merely positions the carri- 
age—MAGIC Margin does 
the rest, automatically! 
No fuss! No fret! 

Click— it's set! 
Copyright, 1938, Royal 
Typewriter Company, Inc., 
2 Park Avenue, New York 
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AL MORE THAN EVER WORLD’S No.1 TYPEWRITE 


with MAGIC* MARGIN. 


MOST AMAZING TYPEWRITER FEATURE EVER PRESENTED! 
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TREATED 


Uma Supercut 


Permits Cutting Speeds and Feeds 
Approaching Those of Brass- 


ADDS DOLLARS TO PROFITS ON PARTS PRODUCTION! 


@ If you have been using Bessemer screw 
steel and have found it physically satisfac- 
tory for the parts being produced, Uma 
Treated Supercut (S. A. E. X-1112) will 
provide all of the qualities of the steel you 
have been using — plus machinability 


approaching that of brass. 


The Uma treatment eliminates abrasive in- 


clusions that wear cutting edges and destroy 


Cold Drawn Um ma aTreated Tes M aati g — 


UMA TREATED 


Freecut e 


tool life—thereby permitting speeds and feeds 
higher than ever before possible— without 
loss of tool life. It affords improved surface 
finish. And it radically reduces costs — 


adds dollars to profits on parts production. 


Try a production lot of Uma Treated 
Supercut. Do not hesitate to try it because 
your machines may not be capable of the 
high speeds it makes possible. In such cases, 
you can materially increase production by 
increasing feeds. 

A Union Drawn Field Service Man will 
gladly assist you in obtaining maximum 
efficiency with Uma Treated Supercut and 
your present equipment. He will show you, 
too, how you can employ other Uma Treated 
Free Machining Steels to produce better 
screw machine parts at lower cost. Union 
Drawn Steel Division of Republic Steel 


Corporation, Massillon, Ohio. 
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Supercut 


UMA TREATED OPEN HEARTH 
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X-1015 
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THE MARE 


Supply 


BURLAP 
Aa 


ONDITIONS AT CALCUTTA did not 

A change materially in October 
Operating schedules are’ generally 
lighter, with the fixing of a 45-hour week 
by the Indian government, but stocks 
are still high, both at Calcutta and in 
the domestic market, so that demand 
remains the controlling factor in this 
commodity as it has been for several 
months past 


COAI 
a 4 


rYNHE EXPANSION IN BITUMINOUS coal 
I production continued into October, 
with a strongly upward trend, though 
somewhat irregular. In the second 
week of the month, weekly production 
figures went above 8,000,000 tons for 
the first time this year, with the sub- 
stantial tonnage of 8,230,000, and held 
close to that level for the balance of the 
month, narrowing the gap between 
this year’s output and that of 1937 to 
27.6%. Anthracite activity was also 
sharply up, going above 1,000,000 tons 
per week under the normal seasonal 
influence, and coke production in 
creased for the third successive month 
Consumers’ stocks are rising. 


COPPER 


FFNHE CONTINUED DROP IN world stocks 
| of copper gathered momentum in 
October, and.shows a decline of about 
150,000 tons in six months, current sup- 
plies being only slightly above a month 
and a half’s requirements at the present 
rate. U.S. output is expanding rap 
idly as several mines were reopened by 
the larger producers during the month 
The International Cartel raised pro 
duction quotas on the 10th from 95% to 
105% of standard, equivalent to 70,500 
tons monthly, and a week later re- 
moved all restrictions. Consumers’ 
stocks, which were being depleted for 
the past twelve months, are again in 
the process of building up, as a bal- 
ance between deliveries and use was 
achieved for the first time this year 
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PLACE 


A quick review of the market 


noting major developments in 


supply, demand and prices of 


selected basic commodities 


Demand 


YEPTEMBER CONSUMPTION of burlap 
Ne) was up to 66 million yards, an in 
crease of 14% over the August figure 
but for the most part trading was list 
less in primary and domestic market 
and confined to odd constructions and 
relatively small lots. 


pagan: CONSUMPTION OF 

is increasing in practically 
classes, and a more liberal purchasing 
policy is in evidence as in addition to 
actual use requirements, stock piles 
are being replenished to maintain a 
comparable number of days’ supply at 
the higher rate. Domestic heating 
requirements are now making them 
selves felt in a larger wholesale and 
retail distribution 


—_ 


earth rit! 


I EMAND IS BRISK, BOTH domestically 
| ae abroad, and while armament 
programs were in part responsible 
healthy peace-time requirement 
even greater factor. Brass 
tivity was up from 42% to 
October. The high level of Sept 
ber sales (62,000 tons) was already 
ceeded at mid-month of October, and 
the month’s total showed better than a 
25% increase over that figure Deliv 
eries during the third quarter averaged 
45,000 tons monthly. Schedule 
liveries for October were 115, 

actual deliveries perhaps 

double the previous month 


Market 


B' RLAP PRICES WERE SOFT during the 
first half month in quiet trading, 
but stiffened in the later weeks, par- 
ticularly on first quarter deliveries 
Without active market support, the 
gains were not of any great authority 
Net changes for the month in spot 
prices ranged from 5 points off to 30 
points advance. Forward positions 
ranged from no change to 10 points up 


( + sssaneretaipes ON BITUMINOUS were 
<~ for the most part unchanged dur- 
ing October, but Fairmont district 
coals were down 10 to 25 cents per ton 
on prepared sizes and 5 cents per ton 
slack. The price determinations 
under the Bituminous Coal Commis 
sion proceed slowly, with current dis- 
cussion centering on proper differ 
entials for the twelve specified sizes 
in the Appalachian and Michigan fields 
Special prices are being asked on rail 
and bunker fuel. Anthracite prices 
are seasonally higher, with a 25 to 50 
cent advance in the retail scale on 
November 1, and 15 cents per ton 
wholesale on November 7. 


(  yomcig THE MONTH firmly at 10 

cents, the domestic copper quo 
tation advanced by three successive 

s-cent increases to 103/, by the 10th 
of the month, and current opinion was 
to the effect that an 11-cent price was in 
the making Five days later it was 
at 11'/, as a result of two further ad 
vances of '/,cent each. Brass and 
copper products advanced proportion 
ally. Scrap prices were also up strongly, 
and the intake of scrap was larg 
Foreign prices weakened in the closing 
week, but the domestic quotation was 
firmly held. 
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THE SHIPPING BOX IS J 


salesman 


IF IT'S MADE BY H & 1 


Here’s your buyer. Here’s you 
product. And here’s your sales 
man, a modern H & D shipping 
display box that is insistent 
effective, courteous and inex 
pensive. This salesman meet 
every customer. This salesmai 
tells your sales story in color 
ful, compact, emphatic words 
This salesman works overtim: 
in transit, storage, display win 
dow and sales room. Thi: 
salesman is the shipping-dis 
play box engineered and style: 
by Hinde & Dauch the Au 


thority on Packaging 


“IDEAS rugatec 
Boxes’’ rates the 
modern t 1 in shipping; 
boxes, count isplays anc 
shipper-disp Write | 
for your fre y at once 
The Hinde & Dauch Pape 


Company, § isky, Ohio, 


Factories and Sales Offices in Principal Citie 





























Supply 
COTTON 


MPROVED CROP CONDITIONS resulted 
| in raising the Government’s October 
crop estimate to 12,212,000 bales, 
3'/4% higher than the September esti 
mate Government holdings, which 
were practically liquidated in the spring 
of 1937, now amount to 8 million bales, 
representing an investment of 500 mil 
lion dollars. Stocks of finished and 
semi-finished textiles are still rela 
tively small 


IRON and STEEL 


{TEEL INGOT PRODUCTION went to 
>) new highs for the year in October, 
and exceeded the corresponding rate 
for 1937 for the first time. Going 
above 50% in the second week, there 
was a slight setback to 49.4%, then 
strong recovery andexpansion sothat the 
industry went into November at 56.8% 
of capacity. There is a significant 
change in the character of production, 
for while earlier advances were to a 
considerable extent attributed to build 
ing up greater stocks of raw steel in 
anticipation of demand, the later ex 
pansion was supported by a substan 
tial backlog of orders placed during the 
brief period of price concessions at 


mid-month 


LUMBER 


( )' TPUT OF LUMBER FELL OFF stead 
ily in October from the Septem 


ber peak of 70% toa rate of 67% cf the 
1929 weekly average Shipments wert 
off at the beginning of the month, but 
increased in succeeding weeks. Effect 
of the Wage-Hour Act appears to be 
localizing the southern industry within 
intra-state commerce, thereby expand 


ing the field for western producers 


NAVAL STORES 


1TOCKS OF ROSIN AT SOUTHERN mat 
S kets were up abcut 8% in October, 
while turpentine stocks declined 1!/.% 
A technical scarcity of ‘‘available’’ sup 
plies is reported, though Government 
holdings under commodity loans con 
tinue heavy and are increasing 


PAPER 


fips PAPER PRODUCTION RATE went 
above 80% in October and held 
consistently above the corresponding 
1937 level for the first time this year, 
by approximately 8%. In paperboard, 
operations went to 70%, and likewise 
exceeded the 1937 figures. 
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Demand 


VU“ ACTIVITY IS BRISK 

panding moderately 

ing movement in print cloths, 

cloth and sheeting, which gather 
mentum in the closing days of S« 

ber, continued throughout Oct 
Sales have been more than double th: 
current production rate, and there is a 
more liberal policy of purchasing for 
stock in distributing channels, unde 
terred by rising prices 


bis BULK OF STEEL DEMAND in thi 
latest advance came from the au 
motive industry, where weekly output 
has been stepped up to 70,000 units 
weekly and production schedules call 
for 800,000 cars and trucks to be con 
pleted in the last two month 

yeal Automobile steel 1 

are said to be well covert 

six months in advance, so 

new business can ke expected fron 
source, but agricultural produ 
improving demand and |] 

have not yet responded in 

degree to the generall panding 
trend. There has been no comparabk 


price incentive in this cla 


| UMBER BUYING IS 

4 fair volume, 

change antic ipate d 

new business are con 
figures of a year ago 

lets are favorable—inct 
trial activity, expanding 
construction, and a high 


niture sales 


| EMAND IMPROVED APPRECIABI 
) during the month and volume i 
now rated as fair, particularly in con 
parison with the dull markets of several 
months past. There is still very 
forward buying. Export 

appointingly small 


prey DEMAND IS NOTI 

ally all paper grades, sulphite pa 
pers, tissues and kraft being particu 
larly active Waste materials art 
relatively weak 


Market 


YPOT PRICES OF RAW COTTON ros 


Ne, from 8'/, to 8! 


month and fluctuated narrowly around 


» cents early in the 


that level through the third week. A 
strong upward movement in the 

week brought quotations up te 8.68 
Yarns were up | and 2 cents per pound 
Cloth prices firmed under the stimulus 
of improved demand, an advance of 


.-cent per yard being well maintained 


NSETTLED STEEL PRICES in the 
[ Detroit area and continued pres 
sure from automotive manufacturers 
brought about a general price drop of 
$4 per ton on automobile sheets and 
strip early inthe month. This was then 
extended to $6 per ton, and galvanized 
sheets were similarly marked down, so 
that the reduction applied to about 
45% of light rolled flat products. The 
new levels were not announced as a 
revision of the list, but as competitive 
concessions. Large tonnages were con 
tracted for on the low basis, and within 
a week the former schedule was rein 
stated. The effect is likely to be greater 
price stability, less under-cover price 
shading, and possibly an advance in 


first quarter quotations 


UMBER PRICES FLUCTUATED narrowly 
§ and moved - slightly upward, 
though the advances were scarcely 
great enough to cover additional labor 
costs for scuthern producers Phe 
general price level now prevailing ts 
regarded in the trade as warranting 
only a hand-to-mouth buying policy 
until a substantially greater demand 
Is apparent 


ip PRICE FEATURE OF the month 
was the steady day-to-day advance 
of turpentine, bringing quotations up 
from 20'/, cents (Jacksonville) to 26 
cents. In the last three days there was 
a sharp drop to 24 cents. Rosin prices 
were irregular, but showed a net gain 
of 25 to 40 cents for the month. 


pAPER PRICES ARE FIRM and un 
changed, and with no immediate 
changein prospect. Domestic mechani 
cal pulp advanced $2 to $3 per ton 
in October, with good demand. Chem 
ical pulp prices, bleached and kraft, 
domestic and imported, were somewhat 


Ss oft cr. 
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LUNKENHEIMER 


Fig. 1720 
TEEL GLOBE VALVE 


600 Ib. SP-750' F. 


design with nickel 
shing, highly 


s steel 


A distinctive 
alloy bonnet-thread-bu 


resistive to wear, and stainles 
stem, seat and disc. 


Made in screwed or bolted 
bonnet: full-way or throttling; 
screwed or flanged. 


ESTABLISHED 1862 


THE LUNKENHEIMER = 
— QUALITY’ = 
CINCINNATI, OHIO. U.S.A 
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Supply 


PETROLEUM 


AILY AVERAGE PRODUCTION of crude 
D oil was up to 3,386,000 barrels at 
the end of October, after running at 
substantially lower levels throughout 
the month. The Texas shutdowns 
have been extended to January Ist. 
The Bureau of Mines estimate of 
November requirements is set at 
3,391,300 barrels daily. Gasoline stor 
age was consistently lower as favorable 
motoring weather prevailed in most 
areas. The situation is in good bal- 
ance, with sufficient fuel oil stocks on 
hand for early winter without resorting 
to large runs of crude oil and conse- 


quent excessive production of gasoline 


RUBBER 


YEPTEMBER STATISTICS SHOW a sharp 
»S decline in exports of crude rubber 
from producing countries, the figure of 
46,661 tons being well within the 
quota limits after two months of heavy 
overshipment. Stocks at the estates 
have been accumulating moderately 
since July as production is held steady 
at slightly above the current quota 
rate. World stocks are still declining 
and are at a low point for the year 
The quota for the first quarter of 1939 
will presumably be set at the Novem- 
ber 15th meeting of the International 
Rubber Regulation Committee, and 
prominent consumers are asking an 
increase from the present 45% to 55% 
to avert unduly sharp price advances 


TIN 


pose VISIBLE SUPPLIES of tin 

were practically unchanged during 
October, the figures at the Ist and 
3lst varying by only 9 tons. At 
21,835 tons, the figure is a high for 
several years past, but is not regarded 
as excessive as demand should improve 
to any reasonable degree. Straits 
shipments were 5,413 tons for the 
month, 43% higher than in September 
American deliveries were up 495 tons 
to 4,960. 

ZINC 
TYINC STATISTICS WERE generally fa- 
4 vorable in October, chiefly by 
virtue of one week’s large sales which 
raised the tonnage of unfilled orders to 
the highest point in nine months. 
Production continued at an even rate, 
and while stocks are still relatively 
high producers were reluctant to ac- 
cept much forward business at the 
present price level. Ore production 
was steady at about 8,250 tons through- 
out the month. 
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Demand 


EMAND WAS GENERALLY good. Gaso- 
line consumption was higher than 
expected in October, and first esti 
mates for 1939 indicate a demand 3% 


over the current year, which would 


constitute an all-time high record 
Heating oils are seasonally active, 
with a good spot demand. There has 
been a considerable increase in the 


purchase of lubricants by heavy in 
dustries, both for use and to build up 
supplies which had been depleted in 
the hand-to-mouth buying of the past 
twelve months. 





T S. CONSUMPTION OF crude rubber 
[ * in September was down slightly 
from August, at 37,823 long tons, and 
a 40,000 monthly average for the last 
quarter of the year is indicated 
World use outside of the United States 
has held up strongly and is less than 
10% behind the corresponding part of 
1937. Tire production is at a good 
rate, and tire inventories were up for 
the second successive month, but a 
larger demand is expected, particularly 
for original equipment. 


4) FOR TIN was not as active 
/” as in other metals. Tin plate 
operations continued at the low level 
of 25 to 30%, among the retardin 
factors being the uncertainty of the 
tin plate price for 1939 and the prospect 
of a large carryover of canned goods 
which would reduce the size of next 
year’s pack. The Navy Department’s 
buying program for emergency stocks is 
to be continued this winter 


— FOR ONE buying wave, at 
4 the price change, demand was not 
particularly active, and shipments 
exceeded new sales by a considerable 
margin in the other weeks of October 
The bulk of the month’s sales were for 
December delivery, the next greatest 
volume being scheduled for January 
The improvement in galvanized sheet 
sales and in automobile production 
contribute to a fairly good outlook for 
this market. 





Market 


| gowns CRUDE OIL prices, 
1 which had been in a critical posi- 
tion for some time and were especially 
weak after the September cut in 
Pennsylvania quotations, dropped 
sharply in October from 1.18 to 1.02 
per barrel. While the decrease was 
very decisive and may go still further, 
no general readjustment followed in 
the price structure of major products, 
except for a temporary slash in the 
wholesale price of gasoline in the mid 
west. Bulk prices were well main 
tained on the eastern seaboard. There 
is still no great strength in this market 
Posted schedules on bunker oil and 
kerosene were nominally unchanged 


| UBBER PRICES WERE generally 
stronger in October, with factory 
and speculative buying both con- 
tributing to the improved position. 
After dropping briefly to 16™/)., quo- 
tations went to a new high for the 
year at 17!/, cents and ended the 
month at 167/s. It is assumed that 
18 cents is still the objective of the 
International Committee, and with 
any appreciable expansion of demand 
this may be attained before the end of 
the year, as the trend is strongly up- 
ward and buying has not been notice- 
ably impeded by the recent rise. 


| y' SPITE THE UNFAVORABLE statistical 

situation and lack of active trad- 
ing, tin prices advanced along with 
the rest of the metal list and registered 
some sharp gains. Quoted at 44.30 as 
October opened, the price went over 
$5 cents in the first week and rose to 
46!1/. toward the end of the month, 
closing above 46. Factors in this 
movement were external rather than 
in the industry itself. 


react TWO PRICE advances in 
September, there was another $2 
per ton mark-up in early October, 
bringing the quotation on slab zinc to 
5.05 cents per pound, East St. Louis 
This price is firm, with indications of 
still further strength before the end 
of the year. The price of ore increased 
about the same time by $1 per ton to a 
level of $82.00-$33.00 
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Oy Pencil THE C. E. SHEPPARD CO. Miller Line Carbon Papers 


4401 21st Street 


Made in a complete variety of grades 


C A R 8 O N F A be E R Long Island City, N.Y. and finishes, in all standard colo 4 
Will not stick, “‘tack,’’ smudge nor aN Miller Line Inked Ribbons 
lly blue. Outstanding advantages: (Ceseo Made regularly in all standard colors 4 
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seven degrees of inkings. 


Miller Line Stencil Inks 


Greater Wear... Clearer impressions 
... Deeper, more brilliant colors. . 
n= Blue and Purple. 
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Tell us your FABRICATING PROBLEMS. 
We will gladly send samples and sug- 
gestions without obligation. We do not 
fabricate above parts ourselves. 


Rigid laboratory control certifies our 
using only such selected material as will 
produce the best grade of Brass or other 
Copper alloys. No possible rolling mill 
control will overcome a bad start by the 
use of inferior component materials or 
careless amalgamation in the original 
casting. 


-rucible pit fires or electric furnaces are 
used in melting our alloys according to 
requirements. All castings are approved 
before delivery to the rolling mills. 
Subsequent reducing and finishing 
operations are inspected. To reduce 
rejections to a minimum the identity of 
each process-operator on all metal is 
recorded. 

Our mills produce metal with accuracy in 
gauges from .005 to 1 inch thick and in 
widths from ; to 16 inches, in any 
requisite temper. 


A corps of experienced, practical brass 
men assures to Our customers, the cor- 


rect metal. 
THE 
BRISTOL BRASS CORP. 


BRISTOL, CONN. 


Brass and Copper Alloys 
SHEET - ROD - WIRE 
Established 1850 
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Some practical observations on 
specification, testing and use, 
to bear in mind..... 


When you order 
CORRUGATED 
CONTAINERS 


c.N. PARKES 


ORRUGATED CONTAINERS, | the 
C pack horses of American indus 
tries, often unwittingly play the 
role of stepchildren. A paramount 
performance is expected from them 
with a minimum of applaus« 

An executive will place an order 
for raw materials only after he is 
wholly satisfied as to the quality 
of the material and the integrity 
of the firm behind it. Lubricants 
for the machines that fabricate the 
raw materials into the finished prod 
uct are purchased on specifications 
set up by trained 
justifiable pride is 
finished product as 
beauty, quality, and excellent work 
manship. 

The brain child is then placed in 
its outer garment to venture forth 
and make its own way in the world 
The journey is often a hazardous 
one, full of shunting, maltreatment 
and downright abuse. The child 
arrives at the destination with its 
personality still intact but the 
garments may be tattered and ill 
fitting. A few ordinary precau 
tions exercised in the purchase and 
care of the containers will help 
eliminate the above conditions 

A survey of purchasing offices 
often reveals a different procedures 
in buying corrugated containers 
The list of specifications will in 


clude the quantity required; style 


of container; inside dimensions: 
and test of board. Please note 
that there is no mention of kind of 


board, calibration of board, or tape 
The specifications are then for 
warded to several corrugated con 
tainer manufacturers inviting them 
to bid. After quotations are re 
ceived the business is placed on price 
and price alone. 

Chere is a fallacy in this method 
because of incomplete specifica 
tions. Each bid will only have the 
style and dimensions in common 
Che corrugated manufacturer may 
feel that if he has complied with 
Rule 41 of the Consolidated Freight 
Classification, he is in the clear 
Therefore it is necessary to shift 
part of the responsibility to the 
purchasing agent. You may be 
lieve, and justly so, that you are 
purchasing your containers from a 
reliable manufacturer and that his 
guarantees are sufficient. Remem 
ber then, the only guarantee is 
delivery as per your own specifica 
tions. 

Chere is very little chance for 
variance in the quantity ordered, 
except your manufacturer may take 
a 10°% leeway on overage or short 
age in delivery. <A _ special price 
concession is sometimes granted 
on a quantity ordered. The quan 
tity on an order for containers may 
be stepped up, the balance of con 
tainers to be withdrawn at speci 
fied intervals. This method of pur 
chase supposedly entails only one 
setting up of the corrugator and 
auxiliaries. If you have been buy 
ing your containers in this manner, 
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investigation will show you _ that 
each lot is generally run separately, 
as storage space in a corrugating 
plant is at a premium. Conse- 
quently, there is very little saving 
after the quantity on your specifica- 
tions pass a certain point. 

There should be no variations in 
the dimensions specified on your 
order, and those of the containers 
received. However, it is advisable 
to check the flaps on your contain- 
ers for full cut. 

If you demand a sample con- 
tainer before placing an order, the 
sample and the containers received 
on your order may differ. Samples 
are handmade and taken from board 
of similar test on the corrugator at 
the time of your request. 

Be certain that if your product 
is of irregular shape that the inte- 
rior bracing is adequate. 

As to the test of the board, you 
wll find that your manufacturer 
will take a 10% leeway. The same 
allowance is taken on calibration. 
While the container board may fill 
all these requirements, poor fabrica- 
tion may render it only 60°; ef- 
ficient. Twenty pounds of auto- 
mobile parts demands a more ade- 
quate fabrication than twenty 
pounds of felt hats. 

Corrugated board uses the Mullen 
test as its standard for bursting 
strength. Into this machine a 
specimen of the board is placed on a 
small platform. Allow at least 
3” minimum clearance to the edge 
of the board, or to previous test- 
holes. Slippage is thereby  pre- 
vented. A disk is then lowered 
on the testboard, clamping it down 
rigidly. Bring the disk down firmly 
enough to leave a distinct imprint 
on the outer liner. If the disk is 
brought down too lightly a double 
pop test will result. The outer and 
inner liners will burst separately 
instead of simultaneously, which 
will result in a very low reading. 
However, if too much enthusiasm 
is used in applying the clamp, the 
corrugations will again be so badly 
mashed and mangled that another 
low reading will result. When the 
specimen is in place and clamped, 
a rubber diaphragm, operated by a 
fluid under pressure, acts against 
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For personal typing, try the sensational new CORON A portables 
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*1.00 


INCLUDING DRIVER 


Try out industry’s new fastening device 

- yourself. See how the screw with the 
patented recess clings to the driver — 
making it possible to drive with one hand 
— no pilot hole needed. See why the driver 
is self-centering —- why it’s impossible to 
drive screws crooked. Feel how easy it is 
to drive — because there’s triple the con- 
tact with the driver and no danger of the 
driver slipping. 

For $1.00 you can learn why hundreds 
of plants— from some of the big auto 
manufacturers down — are changing over 
to American PLUS Screws. Workers prefer 
them. They make faster driving methods 
safe to use. Purchasing men say they 
reduce assembly costs up to 50%! 

Mail the coupon below now. The 
American PLUS Screw Sample Kit will 
be sent postpaid. 


AMERICAN (EWS) s CREWS 


as 
with the patented PHINEEYS recessed head 


GAIN TIME GUIDE DRIVER GUARD WORK 


Copyright 1938 by 
AMERICAN SCREW COMPANY 
Providence, R. | 
Chicago office and warehouse: 219 W. Randolph St. 


Detroit office: 1010 Stephenson Building 
Pacific Coast representative: Osgood & Howell, 
Los Angeles, Seattle, San Francisco 
Reading Screw Company, Norristown, Pa. 
(division of American Screw Co 
U. S. Patents on Products and Methods Nos 
2,046,343: 2,046,837: 2,046,839: 2,046,840: 2,082,085: 2,084,078 


2, U84 


4 ,U79: 2 090.436, 
Other Domestic and Foreign Patents Allowed and Pending 


SLOTTED HEAD AND PHILLIPS RECESSED HEAD 
WOOD SCREWS MACHINE SCREWS 
SHEET METAL SCREWS STOVE BOLTS 


and a complete line of allied fastening devices 





AMERICAN SCREW COMPANY 
Providence, R. I. 


Please send sample kit of American PLUS 
Screws. Enclosed is $1.00. 


Name 
Company 
Address 


Distributor 
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the specimen through a hole in the 
platform. The pressure increases 
until a bursting point is reached. 
The bursting point is measured on a 
The value 
of a Mullen test is frankly open 
to question. 


regular pressure gauge 


For testing fibreboard 
and sheetpaper it has no 
but the 
corrugations brings into the board a 


peer, 
bridging action of the 
factor for which the tester makes no 
provision. It will be used as a 
standard until a more satisfactory 
method is found. 

The accepted corrugating medium 
The Freight Con 
tainer Bureau of the American Rail 


is strawboard. 


way Association recommends that 
a single-walled board have a thick 
ness of */;.” and the lesser used 
double-walled board a thickness of 
3’. These boards should carry a 
spacing of 34 corrugations per foot. 

There has been much controversy, 
both within the industry and out, 
as to the relative merits of kraft 
liners versus jute liners. The liners 
or facings are the paper boards 
which are glued to each side of the 
Kraft 


wood: 


corrugated strawboard. 

liners are made from virgit 
jute liners are made _ primarily 
from waste materials. Ten years 
ago kraft represented 15% of the 
total liners manufactured. In 1937 
total. 


The advance has been consistent 


they represent 43% of the 


and is expected to reach 67% of the 
Kraft 
is conceded a greater tensile strength 


total in the next few years 


than jute although 


lighter in weight. 


appreciably 
to 20 
pounds heavier per thousand square 


Jute is 12 


feet. Note when comparing your 
price differentials that your cor 
rugated manufacturer can give 25% 
more coverage with kraft at only 
an approximate premium of $1.00 
per ton. Jute is by far the better 
medium for printing than kraft 
The surface of jute liner lends itself 
to inking without extra treatment. 

After the board is fabricated it is 
then cut and scored. The scoring 
is accomplished by running rollers 
along the edge to be bent. The 
scoring should always be at right 
angles to the corrugations or an 
Cartons 
should be checked to see that the 


irregular fold will result. 


scoring is not too deep or the con 
tainer will tear along the fold. 

The container is then folded and 
the seam taped. Containers of 
200 test board usually carry a 2' 
tape. A 275 test 


have a 3” 


board should 


tape. There are a num 


ber of excellent tapes availabk 
The more popular kinds include 
sisal, duplex, asphalt combinations, 
burlap, and heavy kraft. Experi 
ence will tell which is best to specify 
for your industry. Factors to be 
taken into consideration are ten 
sile strength, moisture resistance, 
even adhesion to keep out dirt and 
eliminate loose and frayed ends 
If you are in a dry climate be sure 
the adhesive does not dry out and 
weaken the container. Several 
tapes also attract vermin and should 
be guarded against. 

Closure by the consumer also 
plays a vital part in maintaining 
three 


strength. The accepted 


methods are: staples or stitching, 
sealing-tape, glue or similar adhe- 
sive. If stitching is used the 
fastenings should be spaced at 3” 
intervals. If paper tape is used, 
specify a kraft tape with a coat- 
ing of a high grade animal glue. 
Cloth tape is stronger than paper 
tape but is more expensive. The 
other material bought by the con- 
sumer is the adhesive which is 
used alone or in conjunction with 





Only 
WIREGRIP 


Belt Hooks 

have the blue 

Aligning Card 

that holds 

hooks in posiuion, prevents them 
from loosening, prevents hook loss 
from handling, prevents waste of 
short ends Every WIREGRIP 


Hook to the last one can be used 
& 


Flexible BELT LACING 
STEELGRIP is a stronger lacing 
for all power and conveyor belts. 
Clinches smoothly into belt, com- 
presses ends, prevents fraying, 
2-piece hinged rocker pins prevent 
excessive wear. In boxes or long 
lengths. 

Write for Catalog 
ARMSTRONG-BRAY 
& CO. 

“The Belt Lacing 
People”’ 

321 N. Leomis St. 
Chieago, U.S. A. 
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the sealing tape. The ' most 
widely used adhesive is sodium sili- 
cate or ‘‘water glass.’’ For closure 
the Freight Container Bureau 
recommends the following formula: 
a ratio of soda to silica not greater 
than 1 to 2.8 with a specific gravity 
of not over 47° Baumé at 68° Fah- 
renheit, nor less than 41° at this 
temperature, the ratio of soda to 
silica being not less than 1 to 3. 
The combination can be purchased 
on specification if you do not have 
the means of making your own 
tests. 

Proper coordination between the 
purchasing office and the shipping 
room will aid to eliminate faulty 
packaging. It is very hard on a 
container when all four flaps are 
turned inside of the box as a mat- 
ter of convenience during the process 
of packing. This abuse is one of 
the more common shipping prac- 
tices. The strain on the top score 
line will cause cracking and the 
fibers will disintegrate. There is 
also a tendency to pull around a 
packed box by the open flap, put- 
ting the full weight of the package 
on one scored edge. 

A container that is built around 
your product with precision costs no 
more than an ill-fitting package. 
The difference in the efficiency can 
not be measured. 

Improper warehousing and piling 
also exact a toll. Care should be 
used so that the contents as well 
as the containers render support 
to the pile. Caution against drop- 
ping when lowering piles and elimi- 
nation of throwing the package 
when loading will help increase con- 
tainer efficiency. 

The best insurance to good pack- 
aging is a closer cooperation be- 
tween the package manufacturer, 
the purchasing agent, the shipping 
room, and the transportation com- 
panies. 





THE MAN YOU NEED 


Profit-minded Purchasing Agent with wide prac- 
tical and technical experience in heavy fabric and 
chemical fields, desires position in Detroit or 
Vicinity. 30 years old, married, excellent creden- 
tials. Legal training. Now employed. Address 
Box 110, % PURCHASING, 11 W. 42nd St., New 
York, N. Y. 
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L.&C. MAYERS CO. 
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DIAMONDS e SILVERWARE e ELECTRICAL 


WARE e 
CLOCKS ° 


| CAMERAS e 


LAMPS 


LUGGAGE e 


JEWELRY e 
e GLASSWARE 


WATCHES 
LEATHER GOODS 
TROPHIES 


Hundreds of other items and novelties 


L. & C. MAYERS CO., INC. 


Also PHILADELPHIA 


545 


Officials Employees 


“sme many years L. & C. Mayers Cata- 


log has been used in the Purchasing 
Departments of America's finest busi- 
ness organizations. 


It represents saved dollars to firms using 
it to buy Gift Articles of diamonds 
watches, silverware and thousands of 
other items in finer giftware for presen 
tation to customers, officials and em 
ployees. 


The big new 1939 Catalog is now out 
If you do not receive a copy by 
November 15th, please notify us. The 
values it offers on purchases warrants 
keeping it handy, where your people 
can use it. 


IMPORTERS—MANUFACTURERS— DISTRIBUTORS 


FIFTH AVENUE 


NEW YORK, N. Y. 


BUF 


FALO HARTFORD ALBAN 





Fabrication and Erection of Complete Steam 


10 FORTY-THIRD ST. 


Branch Offices and Representatives in Principal Cities 


and Proc 


ess Piping Systems 


Welded Stainless Steel Piping, 


Tanks and Vessels 
PITTSBURGH PIPING & EQUIPMENT CO. 





PITTSBURGH, PA. 
























































Pen-Points on 


Purchase Law 
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| THANK YOU FOR YOUR 
IT 1S OF COURSE 
SUBJECT TO THE COMPANY’S 


| | ACCEPTANCE. 


ORDER . 
































HAVE WE HEARD ANYTHING 
YET FROM THAT LAST ORDER 
FOR HIDES ? _ 


ST 











NO ; USUALLY 

THE LEE COMPANY 

1S VERY PROMPT 

PS IN SHIPPING. 





1TAIJ & AGIt 
‘ - YNnNASMOD 
et TUZIA QNi2AH 

















yom IT’S BEEN A MONTH SINCE * 
WE ORDPRED HIDES FROM THE 
LEE COMPANY AND WE’VE HAD 

~ NO WORD ON THEM YET. 


VLL GO OVER AND 
none SEE LAWYER ROEN. 
































~~ THE SILENCE OF THE LEE 
COMPANY AMOUNTS TO AN 
ACCEPTANCE. YOU MIGHT 


WRITE THEM TO THAT 
EFFECT. _ 


('M SURE THEY’LL | 
BE FAIR ABOUT IT. — 


me ViAOH QA we 
A 
































NILENCE DOES NOT give consent to a contract as manv 
3 suppose 
an article (such as a box of neckties, a traveling bag, or a raincoat) 
from a company he has not known before, with a request to remit 
a stated price, he has no contractual obligation to do so. A 
stranger cannot impose a contract upon another merely by put 
ting him in a position where his silence would operate as an a 
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Any purchasing agent knows that if he receives 


ceptan But if, as in the case of the illustrated sale of hides, 


there is an obligation through previous dealing to speak if a 


ceptance 1s not intended, it 1s only fair to put the positive duty 


upon the salesman’s employer to speak up if a contractual rela 


tionship is not intended [he order is usually considered the 


offer in contract cases 
Copy by H. H. Shively, Babson Institute; drawings by G. E. Tulloch, Boston 
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DAYTON 
GRINDING WHEELS 


Regardless of your re- 
quirements, you can obtain 
a Dayton abrasive wheel 
of the exact specifications 
the work demands. On 
the market for years and 
the preference for a wide 
range of operations. Write 


The 
Simonds-Worden-White Co. 
Dayton, Ohio 


FACTORIES AT: Dayton, Cleveland 
Beloit, Buffalo 
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Naval Building Program 


The national defense program 
went forward by the receiving of 
bids, November 2nd, on_ three 
49,300-ton battleships, to be com- 
pleted within 52 months at an es- 
timated cost of 250 million dollars. 
Guns, armor plate and other ac- 
coutrements costing about 15 mil- 
lion dollars per ship are to be fur- 
nished by the government. 

The dreadnaughts will be named 
the Indiana, the Massachusetts, 
and the South Dakota. Funds to 
begin construction were provided 
by the last Congress, and also for a 
fourth battleship, the Alabama, to 
be built in a government navy yard. 
The Navy has not sufficient facili- 
ties to undertake building the other 
three. 

The last battleship built by the 
United States was the West Vir- 
ginia, which was completed in 1923, 
two years after the Washington 
Conference on Limitation of Arma- 
ments. Two others, the North 
Carolina and the Washington, are 
now in process of construction, 
about one-quarter completed. 

Additional ships now being built 
include one aircraft carrier, one 
heavy cruiser, three light cruisers, 
ten submarines, thirty destroyers 
and two squadron leaders. 


W. L. Pearson, formerly pur- 
chasing agent for the Southern 
Division of the Pennsylvania-Dixie 
Cement Corp., at Chattanooga, 
Tenn., has been appointed General 
Purchasing Agent for the Cor- 
poration with offices at Nazareth, 
Penna. C. F. FEHNEL will serve as 
assistant to Mr. Pearson. W. JEss 
BROWN will supervise local pur- 
chases at Chattanooga, and C. W. 
ELLIS continues in a similar ca- 
pacity at West Des Moines, Iowa. 


GEORGE E. PRICE, JR., Purchas- 
ing Agent of the Goodyear Tire & 
Rubber Co., Akron, and a Major in 
the Quartermaster Reserve Corps, 
U. S. Army, has been ordered to 
active duty for a two weeks training 
period at Washington, D.C. Major 
Price is detailed to the office of the 
Assistant Secretary of War in the 
Procurement Planning Branch. 


STANDARDIZE ON 


ESLEEL) 
THIN DABERS 


FOR 


Copies 

Thin Letterheads 
Office Records 
Factory Forms 
Advertising 


& 
IDEAL FOR 


Air Mail, Branch 
Office and Foreign 
correspondence. 


Specify one of t 
lowing papers. 


FIDELITY ONION SKIN 
100% RAG 


Made in White Only. Substance 7% and J 


Cockle, Smooth and Glazed Finishes. 


EMCO ONION SKIN 
100% RAG 


Made in White and eight Colors Substance 10: 


Cockle and Glazed Finishes 


SUPERIOR MANIFOLD 
hy A at) 


Made in White and nine colors. Substance 8. 


Cockle and Smooth Finishes 


@ Write for Samp): 





ESLEECK MANUFACTURING COMPANY 
TURNERS FALLS, MASSACHUSETTS 























Cooperation 


)” 


(Continued from page 2% 


chasing officials need all the coop- 
eration they possibly can muster 
from the engineering, maintenance 
and operating men in their organi 
zation if they are to buy industrial 
products to their company’s best 
advantage. But, like so many ob- 
vious things, its importance prob- 
ably is underestimated. A large 
industrial corporation’s vice presi- 
dent in charge of purchasing in de- 
scribing the practices he has devel- 
oped for maintaining close contact 
with department heads, foremen 
and other users of the products 
bought by his company, drove his 
point home with this quotation 
from the famous Steinmetz: ‘‘Co- 
operation is not a sentiment, it’s an 
economic necessity.” 

This necessity for cooperation is 
obvious when we remind ourselves 
of the ultimate yardstick for mea- 
suring efficiency in the purchase of 
equipment and supplies for use in 
industrial plants. That yardstick 
is not necessarily cost per piece, per 


UALITY 
ABRASIVES 


TRADE MARK 


ALUMINUM OXIDE 
SILICON CARBIDE 


CORUNDUM 
(AFRICAN) 


TURKISH EMERY 


Refiners and Makers 
of 


ABRASIVE GRAINS 
AND 


FLOURS 


AMERICAN ABRASIVE COMPANY 
WESTFIELD, MASS 


PAGE 46 


pound or per any other unit. It 
is not necessarily length of service 
or cost per year or per month. It is 
total cost per unit of service—and 
total cost includes not only pur 
chase price but installation and 
maintenance costs and in some cases 
costs of delays or interruptions in 
production work or in other proc 
esses caused by failure or even by a 
slight defect in the product. Cost 
accounting methods rarely if ever 
show up all these ramifications of 
costs chargeable to a 
product. 


particular 
Tests can establish mini 
mum requirements and specifica 
tions can be drawn to cover them, 
but the requirements in individual 
cases are aS numerous as graduation 
marks on the yardstick. 

Approved sources of supply are, 
of course, an essential starting 
point for any well organized buying 
routine. But every experienced 
purchasing man knows that in many 
cases he needs more detailed infor 
mation regarding the use to be made 
of a product and the experience 
which his organization has had with 
that product to enable him to se 
lect to the best advantage between 
several suppliers on the 
list. 


Let’s take a simple example from 


approved 


our experience in buying printing 
The purchasing division has ap 
proved printers for four-color proc 
ess printing. However, on each 
individual job consultation between 
the advertising department and the 
printing department brings out all 
the facts regarding the use intended 
for the piece and the experience 
with similar jobs. As a result it is 
not hard to determine whether one 
supplier should have any preference 
It may result in placing the job at 
the lowest price available from any 
of the approved printers or it may 
indicate that it is best to pay slightly 
more than the lowest priced house 
would bid. Here cooperation proves 
itself an ‘“‘economic necessity.”’ 

In the field of industrial equip 
ment, maintenance or operating men 
who are responsible for the daily use 
of products frequently have 
casion to requisition material which 
may come within one of the general 
classifications covered by approved 


specifications but which they know 
will be subjected to very special 
If such 
information is not passed along in 


and exacting requirements. 


full and usable form to the pu 
chasing department, it is not abk 
to perform its function to the best 
Without such full 

formation, the buyer may be handi 


advantage. 


capped in either of two ways: He 
may be holding all bids to a stand 
ard not required for the particular 
case in hand and therefore pay more 
than is necessary, or he may call for 
bids on a standard that is lower i 
some particular than the requirs 
ments demand and therefore pay 
less than he should to get the maxi 
mum service per dollar invested 
From the advertiser's point of view, 
the investment made to give the 
users of his product informative 
material about its advantages is 
nullified if those users cannot or do 
not get their needs and their best 
judgment of requirements trans 
mitted to the purchasing depart 
ment with every important requisi 
tion. 

It’s sometimes easier to provi 
that cooperation is a necessity than 
it is to put that cooperation into 
practice. Like the once popular 
song about love, ‘‘you have to give 
a little—take a little—,” 
tion is strictly a two-way matter 
Some men put up a stiff fight for 


coopera- 


their ‘‘rights’’ and complain bitterly 
because others don’t cooperate with 
them. As one experienced pur- 
chasing agent puts it, ‘““Cooperation 
can often depend on the tone of 
voice.’ If I rode rough shod over 
our printing department, the ex 
perience of the past three years 
would be a far different tale. And 
any user of industrial products who 
says or acts on the assumption that 
it’s no use telling the purchasing de 
partment what you need—you'll get 
their standard product anyway—'s 
killing cooperation before it has a 
chance to bloom. 

But since I’m talking to pur 
chasing men now I may as well say 
that the burden of developing more 
and better cooperation with users 
il your own organizations is largely 
A lot of those fel 
lows may be unreasonable, unap 


your problem. 
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preciative of your work, and un- 
cooperative. But your job is never 
completely done until you get them 
“on your staff’ more completely 
and can feel that in a truly coopera- 
tive sense every man using the 
products you buy is helping you 
make the best selection. 

So I repeat in the words of Stein- 
metz, ‘““Cooperation is an economic 
necessity’’—for the user, because 
without it he cannot get equipment 
and materials with which to do his 
job most economically—for the 
buyer, because without it he can- 
not perform his rightful function of 
buying the maximum service per 
dollar invested—and for the adver- 
tiser, because without it, his effort 
to create a more general understand- 
ing of the specific merits of his prod- 
uct is put under an almost impos- 
sible handicap. 


Cotton Control 


Analysis of the government’s cot- 
ton program in the light of its in- 
effectiveness as a means of adjusting 
supply to demand and of reclaiming 
export trade lost through a pegged 
price that is non-competitive in 
world markets, suggests that the 
basic objective lies in another direc- 
tion. The administration has been 
consistent in its attitude that no 
trade is better than trade at non- 
remunerative price levels, and ex- 
port trade in this commodity appar- 
ently depends on cutting prices. 
Meanwhile an awkward surplus of 
eight million bales has been accumu- 
lated under government loans. 
What some observers see in this 
situation and continuance of produc- 
tion control, is a forced trend to 
economic diversification for the 
South, even at the cost of producing 
cotton only for domestic consump- 
tion requirements. If government 
Support were now withdrawn, con- 
trol abandoned, and present stocks 
placed on the market, prices would 
probably fall disastrously. But peo- 
ple who are driven from this field are 
gradually turning to other pursuits, 
and those who remain in cotton 
growing are likely to favor con- 
tinued restriction in order to keep 
prices up. 
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for customers, executives and employees 


also sales prizes, premiums, sports trophies, inter- 
organization awards, presentations, personnel 
Used by leading business firms from 
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coast to coast 
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Write for Your Copy Today 





YEBLON & CO., Inc. 


DISTRIBUTORS e 


IMPORTERS e 


15 Maiden Lane 


Established 1923 


New York, N. Y. 





Diamonds 
Watches 
Jewelry 

Clocks 

Silverware 

Trophies 
Leather Goods 
Luggage 


Electric Appliances 


Golf Accessories 
etc. 


Contains 250 pages 


illustrating wide range of 
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Dictation 
—Shorthand 
Overhead 
Stationery 
Mailing 
Filing ... 
Inked Ribbons and 


. . $125.00 


Carbon Paper.... 





SO WHAT ? ?? ? 
So, it is extravagant to spend $294.83 for expert correspondents, 
stenographers and writing equipment—then spoil its effect by “‘saving’ 
a few nickels in the cost of inferior typewriter ribbons and carbon 
papers. 


1,000 letters. .. 


80.00 
32.53 





$296.63 


MILLER LINE 


INKED RIBBONS, CARBON PAPERS 


STENCIL INKS 


Lead the World for Neat Writing, Long Service and True Economy 


Manufactured Exclusively by 


A word will bring our certified representative. 


RIBBONS AND CARBONS 
ONE 165TH COST OF 
WRITING A LETTER 


Eee: $296.63 


THE MILLER-BRYANT-PIERCE COMPANY 
AURORA, ILLINOIS 


Or, send us your paper forms for expert analysis a 


recommendation of proper ribbons, carbon papers, stencil inks for each purpose. 
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BUSINESS ocd 


Whether for Machine or Hand Posting—for 
catalog or other general distribution purposes, the 
Cesco Line provides a wide range of types and styles 
of binding devices and forms. No other offers such 
a complete and varied assortment to choose from. 


SEND FOR CATALOG 


and our special wholesale proposition to the larger users. 
Purchasing agents will find it to their advantage to investigate 
the saving obtainable by standardizing on Cesco equipment. 
Send for the catalog today! 


The C.E. SHEPPARD CO., 





























ANNOUNCES A 


NEW NICKEL ANODE 


THE 


Se. “CONTROLLED GRAIN” 
¥.<.8.4. Sa 


4 - CAST ) 


99% + cast nickel high efficiency 

anode for hot Watts baths having a pH 
of 4.5 electrometric or lower; that is, for 
high acid baths. Designed primarily for 
bright nickel plating, but excellent wherever 
even corrosion, smooth deposit and eco- 
nomical operation are paramount. 


The envelope formed during corrosion is 
soft. The sludge is extremely small, and 
the particles large enough so that it remains 
within the anode bag; this protects against 
rough plate in high current density baths. 


Whether you use bright nickel or not, 
you will find ‘“‘Seycast’’ an unusually effi- 
cient, economical anode. Glad to provide 
further information and a prompt source of 
supply. 


The Seymour Mfg. Co., 


55 Franklin St., Seymour, Conn. 

















Connecticut Saves by 
Central Buying 


Phe first annual report of Edward 
C. Geissler, Supervisor of Purchases 
for the State of Connecticut, cites 
savings to the State amounting 
$1,500,000, or 15°¢, as compared 
with previous decentralized buying 
he department was set up on July 

1957, as a part of the State's rm 
organization program. 

Monetary savings are not the 
only benefits resulting from th 
new system. High quality stand 
ards have been established and 
maintained, rigid adherence to spe 
ifications is required, and careful 
inspection of meats and other food 
stuffs also comes under the purchas 
ing department. 

Che cost of operation for the first 
vear was $32,747, a fraction of 1‘ 


of purchase volume. 


Obituary 


PaAuL S. NEUMANN, 96, Pur 
chasing Agent for American Fac 
tors, Ltd., San Francisco, died Sep 
tember 15th. Mr. Neumann was 
one of the founders of the Norther 
California Association, and served 
as the first president of that or 
ganization in 1916. 


W. R. Gustin, 66, Purchasing 
Agent of the Mueller Co., Decatur, 
Ill., and an employee of that com 
pany for the past thirty years, 
died September 50th at the Decatur 
and Macon County Hospital, fol 
lowing a stroke. 


WILLIAM M. PorTLock, formerl\ 
general purchasing agent of the 
Seaboard Air Line, up to the tim 
of his retirement from active busi 
ness six years ago, died at Ricl 
mond, Va., October 15th, after a1 
extended illness. 


HARRY LEE BRIDGES, SR., 02, 
Purchasing Agent for the America! 
Pool Mfg. Co., died October 26th at 
St. Elizabeth Hospital, Covingto1 
Kentucky, after a brief illness. Mr 
Bridges was an active member of the 
Cincinnati Association. 
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PERSONALITIES 


in the NEWS 


G. S. JAMESON, Supervisor of the 
Order and Stores Department at 
the Lynn (Mass.) Works of the 
General Electric Co., was guest of 
honor at a testimonial dinner 
September, marking the completion 
f 50 vears of service with that 


ganization. 


GLEN Epes, Purchasing Agent 
the Willamette Hyster Co., Port 
keynote 
September meeting 


land, Oregon was the 
speaker at the 
of the Portland Chapter, American 
Society for Metals. The meeting 
featured the activities of this large 
industrial plant 


V. T. BAHNER has resigned as 
aig ising agent for the H. L. Judd 
, Meriden, Conn., after eighteen 
years of service in this position 
FRANK KAROLSHAK is acting as Mr 
Bahner s successor. 


CoLt. CHARLES ID. YOUNG, Vice 
President in Charge of Purchases 
for the Pennsylvania Railroad, has 
taken charge of the departments of 
real estate and taxation in addition 
which in 
cluded purchases, stores and insur 


to his former duties, 
ance. 


H. P. HELLINGHAUSEN, Pur 
chasing Agent of the Oklahoma Pipe 
Line Co., Tulsa, has been promoted 
to the executive department of that 
organization. Mr. Hellinghausen 
Was serving as first vice president 
of the Tulsa Association at the time 
of his advancement. 


ARTHUR G. HopcrarFt, Purchas 
ing Agent of the Cleveland Worm & 
Gear Co., addressed the American 
Gear Manufacturers Association at 
their twenty-first semi-annual meet 
ing at Skytop, Penna., last month 


JoseEpH WorRLEy has been ap 


pointed purchasing agent of the 


Emerson Electric Mfg. Co., St 


Louis. 
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MEL TOBRINER has been ap- 
pointed purchasing agent for Ala- 
meda County, California, succeed- 
ing JOHN M. SaBIN, retired. Mr. 
fobriner has been in the county 
service for thirty-six vears, and was 


chief assistant to Mr. Sabin 


GEORGI DEMLER, Purchasing 
Agent of the New York State Rail. 
ways, Utica, is honored this month 
by a testimonial dinner in recog- 
nition of twenty-five vears of volun- 
tary service as a lay ider of the 
Episcopal Church, and particularly 
for his loyal and effective work at 
the House 


during this entire period. 


of the Good Shepherd 


RALPH QO. KEEFER, Purchasing 
Agent for the Aluminum Com- 
pany of addressed the 


1938 National Safety Congress at 


America, 


Chicago, October 13th, speaking on 
the topic, ‘Purchasing for Safety. 

T. C. HALLER, Purchasing Agent 
of the Sun Oil Company at Tulsa, 
has been transferred to the com- 
pany’s division office at Evansville, 
Ind. Mr. Haller has been active in 
the Tulsa Association, serving cur- 
rently as second vice president of 
that organization 


R. W. McGEacny, 
Agent of the Vick Chemical Co., 
Greensboro, N. C., 


Purchasing 


has been pro- 
moted to the position of production 
He is 
succeeded as purchasing agent by 
GEORGE C. EICHHORN, formerly as- 
sistant purchasing agent. 


manager of that company. 


LEONARD G. TuBBs, formerly 
purchasing agent for the U. S. 
Finishing Co., New York City, and 
more recently purchasing agent for 
the National Dyeing and Printing 
Co., Paterson, N. J., h4@s been ap- 
pointed New York manager for 
Arnold Hoffman & @., Inc., manu- 
facturers and distri 








utors of chemi- 
cals for the textilé paper and other 


industries. 
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A « BUYING 
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Af TER t 

t good-looki 
sprint of the first few days 
wear, comes the /es/ of 
typing performanc: 
answer to real ribbon a 
carbon costs. 


Only through days and week 
hard wear and constant set 
the marathon of typing il 
tell whether you are g g 
the lowest cost, the right 
and carbons for your 
ments, and the utmost 
LENGTH OF SERVICE CLARITY OF WR 


LEGIBILITY OF RESULTS 
SUITABILITY FOR THE WORK REQUIFS 


Columbia will be glad t 
your requirements and t 
mend exactly the lowest 
formance-cost ribbons and 
bons to suit. Call the ¢ 


office nearest you. 


COLUMBIA 


RIBBON & CARBON 
MANUFACTURING CO., Inc. 


Main Office and Factory 
Glen Cove, L. I., New Yo 
BRANCH E S 
New York, eiaenee, Philadelphia, Pitts 
Cincinnati, Nashville, New Orlean 
Kansas City, Milwaukee 
Minneapolis 


LONDON, MILAN, SYI 
ENGLAND ITALY AUS 

































































Among the Associations 


OCTOBER 3 


Boston—Dinner meeting of the New England 
Association, at Schrafft’s. Speaker: Nathan Isaacs, 
Professor of Business Law, Harvard Graduate School 
of Business Administration, ‘“‘The Uniform Sales 
Act.”” The meeting was preceded by an afternoon 
conference at which motion pictures of controlled 
combustion of fuel in motor vehicles were shown 
through courtesy of the Ethyl Gasoline Corp. 


OCTOBER 4 


Oakland—Luncheon meeting of the East Bay 
Group, Northern California Association, at the Lake 
Merritt Hotel. Speaker: Doug Montell, Associated 
Sportscaster, ““The Highlights of Sportscasting.”’ 


OCTOBER 6 


San Francisco—Luncheon meeting of the Northern 
California Association, at the Palace Hotel. Speaker: 
Walter A. Gordon, ‘“‘Football.”’ 


OCTOBER 10 


Cincinnati—Plant visit of the Cincinnati Associa- 
tion, at the Hamilton Foundry & Machine Co. 


Wyomissing, Penna.—Dinner meeting of the Read- 
ing Association, at the Iris Club. Round table dis- 
cussion of the business situation. 


Providence-—Dinner meeting of the Rhode Island 
Association, at the Narragansett Hotel. Speaker: 
Dr. Hermann F. Arendtz of the United Business 
Service, ‘‘Commodity Outlook and Business Trends.”’ 


OCTOBER 11 


Cincinnati—Plant visit of the Cincinnati Associa- 
tion, at the Globe-Wernicke Co., followed by the 
monthly dinner meeting at the Hotel Gibson. Motion 
pictures, ““Making and Applying Stainless Steel to 
Industry” and “Big Game Hunting in North Amer- 
ica,’ presented through courtesy of the Ludlum Steel 
Co. 

New Orleans—Dinner meeting of the New Orleans 
Association, at the Jung Hotel. Speaker: U. S. 
Senator Allen J. Ellender, “The New Wages and 
Hours Law.”’ 


New York—Dinner meeting of the Metropolitan 
Purchasers’ Assistants Club, at the Hotel Great 
Northern. Speaker: T. A. Clohosey, General Pur- 
chasing Agent of the Westinghouse Lamp Co., “Buy- 
ing for Incandescent Lamps.’’ Motion picture, ‘‘Elec- 
trifying New York,” presented through the courtesy 
of the Consolidated Edison Co. 


PaGE 50 


Alameda—Testimonial luncheon of the Northern 
California Association, at the Hotel Alameda, under 
the auspices of H. G. Prince Div., California Packing 
Corp., to honor John M. Sabin, retiring purchasing 
agent of Alameda County. 


Tulsa—-Dinner meeting of the Tulsa Association. 
Speaker: Marvin Hurley, manager of the Industrial 
and Oil Activities Departments, Tulsa Chamber of 
Commerce, ““The Industrial Future of Tulsa.” 


OCTOBER 12 


Buffalo—Dinner meeting of the Buffalo Associa- 
tion, at the Hotel Lafayette. Speakers: Warren 
W. Irwin of Rochester, Vice President for District 
No. 8, and Dr. Martin A. Brumbaugh of the Uni 
versity of Buffalo 


South Bend—Dinner meeting of the South Bend 
Association, at the Lasalle Hotel. Speaker: Franklin 
D. Schurz, Vice President of the South Bend Tribune 

Radio Broadcasting.” 


OCTOBER 13 


Los Angeles—-Dinner meeting of the Los Angeles 
Association, at the Elks Club. The evening was 
designated as ‘“‘Governmental Purchasers’ Night, 
and the Chairman was J. F. Mispley of Sacramento, 
Purchasing Agent for the State of California and 
Chairman of the N.A.P.A. Governmental Buyers 
Speakers: J. F. Mispley, “Program and 
Activities of the Governmental Buyers Group in 
N.A.P.A.’ Emery E. Olson, Dean of the School of 
Government, University of Southern California, 
The Annual Institute of Government Sponsored by 
U.S.C. Joseph M. Kaplin, Associate Counsel, 
Automobile Club of Southern California, ‘Pertinent 
Facts Regarding Proposition No. 3—To Prevent 
Diversion of the Gas Tax, and Proposition No. 4 
[o Reorganize the Administration of State High 
ways An original one act play was presented by 
the members: “Thirty Warrants Every Thursday 
and Not a Buck in a Carload.”’ 


Group 


Chicago——-Dinner meeting of the Chicago Associ- 


ation, at the Hotel Sherman. Topic: ‘‘Purchases 


in Relation to Business Cycles,’’ a University ol 
Chicago Round Table Discussion, led by Dean William 
H. Spencer of the School of Business, Prof. Neil H 
Jacoby, and Prof. Samuel H. Nerlove. 


Omaha—Dinner meeting of the Greater Omaha 
Association, at the Elks Club, featuring a “round-up” 
of practically all the past presidents of the organiza- 
tion who have served since the founding in 1924. 
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Birmingham— Luncheon meeting of the Birmingham 
Association, at the Redmont Hotel. Speaker: John M. | 
Ward, Secretary, Alabama State Chamberof Commerce, | 
“Alabama Grown and Manufactured Products.” 

Dayton—Executives’ Night dinner meeting of the 
Dayton Association, at the Engineers Club. Speaker 
Charles R. Hook, President of the American Rolling | 
Mill Co. | 


1ern 
ider 
king 
sing 
San Francisco—Luncheon meeting of the Northern 
4 California Association, at the Palace Hotel. Speaker: 
rial Jos. E. Primeau, Purchasing Agent of the Hotel St. | 
aa Francis, and International Vice President of the 
International Stewards and Caterers Association, 
‘How a Modern Hotel is Operated.”’ 
Seattle—Dinner meeting of the Washington As- 
sociation, at the Olympic Hotel. Speaker: George 
\Cia- A. Renard, Executive Secretary of the N.A.P.A. 
rren 
beict OCTOBER 14-15 e 
Uni- Vancouver, B. C.—Meeting of the District Council, 
District No. 1, N.A.P.A. Banquet session Friday 
—_— evening, in conjunction with the monthly meeting of 
‘Klin the British Columbia Association. Speaker: George A. 
ae Renard, Executive Secretary of the N.A.P.A., “From 
one P.A. to Another.”’ 
THE WORLD’S WHITEST 
OCTOBER 15 BOND PAPER 
Cincinnati—Bowling party of the Cincinnati As- 
geles sociation and salesmen, at the Hyde Park Country e QUALITY e 
was Club, with match for the President’s Cup. 
cht, 


tele Fort Worth—Luncheon meeting of the Fort Worth Like the Sun in its Orbit 


4 Association, at the Worth Hotel. Round table dis- a 
an oF i ch mente . 66 7 
Cussi0 S 1 ; 
ae ussion of everyday purchase items, based on the Never Varies 
: N.A.P.A. Commodity Data Handbook, and of the 
new Wheeler-Lee Bill. 


er COMPARE IT! 


OCTOBER 17 


and 


yrnia, 

ad bv Portland—Luncheon meeting of the Oregon As- TEAR IT! 
ceil sociation, at the Mallory Hotel. Speaker: George 
‘inent A. Renard of New York, Executive Secretary of the TEST IT ° 
wate N.A.P.A. 


+ and you will 


OCTOBER 18 





High- 
od by New York—Dinner meeting of the New York SPECIFY IT! 
rsdav Association, at the Builders Exchange Club. Speaker: | 
Hon. A. Harry Moore, Governor of New Jersey. [2 D) 
The meeting was preceded by an afternoon forum on | ©) 
SSOCI- “Janitorial Supplies and Services,’’ under the leader- Sa 
snag ship of James A. Ewing of Calco Chemical Co. “The Nation’s Business Paper” 


‘iam Pittsburgh—Dinner meeting of the Pittsburgh | 
eil H. Association, at the William Penn Hotel. Speaker: | THE HOWARD PAPER COMPANY, URBANA, OHIO 
Dr. James H. Greene, Executive Vice President of the | 5@nd me the New Howard Bond Portfolio 
Pittsburgh Chamber of Commerce, “Relation of 


' Name. Firm 

ymaha Labor to Industry.” Add 

d-up St. Louis—Dinner meeting of the St. Louis Associa- Cit 

aniza- ova Rie - oe SE re eos geen eo 
4. ’ at the ¥ ork Hotel. Four brief talks on pur- (Please attach to your business stationery P 
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chasing problems were given by members as follows: 
Irving C. Peppel, ‘Relationship of the Engineering 


Department and the Purchasing Department”; 
George H. Brown, ‘““When the P. A. is a Salesman’ 
J. J. Sharkey, ‘““My Friend, the Salesman”; C. H. 
Brown, “Looking Out for the Supplier and Your 


self. 





IDEAL XMAS GIFT 
TELE - 
LIST 
oem CLOCK 







NEW 

USEFUL coma 

DIFFERENT 
tas movable index pointer that finds phone numbers like mag ist set arrow at 
initial you want n Tele-List’’ opens to exact page you want. Clock 


r $ J > | 
is manufactured and guaranteed by New Haven ock Co 4 with an unbreakable 
3 


crystal, and has a 30-hour movement. Here are a few of the many uses of Tele-List 
Addresses, Telephone Numbers, Recipes, Price Lists, Stock and Bond Records, Supply 
Houses and Radio Logs omes built in a beautifully-grained solid walnut case 
neatly trimmed with polished brass. Enough room in index to list 1380 names 
Fillers are renewable T List is individually wrapped in a suede box and makes 
@ beautiful gift presentatior rder P54G12. Retail, $6.95. Sample 


ey of six, each $3.97 
NEW HOLIDAY GIFT BOOK NOW READY 


700 pages of gift suggestions sent on request to prospective quantity users. 


JOSEPH HAGN CO., 217-223, Madison St 


CHICAGO, ILL. 
WHOLESALE DISTRIBUTORS NOVELTIES, PRIZES, PREMIUMS, GIFT WARES 















































































BLACK CORE 
AAP 




















Craftsmen in the art of paper making 
for 58 years. Distributed by relia- 
ble paper merchants everywhere. 


Made Reght 
Priced Feght 














Akron—Dinner meeting of the Akron Association, 
at the Akron City Club. Speaker: Russell Wei 


man, ‘‘Economics of Today. 


Tulsa—Plant visit and dinner of the Tulsa Associa- 


tion, at the Marshall Supply & Equipment Co. 


Louisville—Dinner meeting of the Louisville Asso- 
ciation, at the Kentucky Hotel. 
Lindsay 
sudget 


Speaker: John R 


Director of Finance, “Operating on 


Charleston, W. Va. 
State Association, at the Kanawha Hotel. 
J. H. West of McJunkin Supply Co., 


Dinner meeting of the Tri- 
Speak 
Buving 


Resale 


OCTOBER 19 


Boston—Plant visit of the New England Associa- 
tion, at the Filing Equipment Bureau, Inc., manu 


facturers of supplies for filing and office systems 


San Francisco—Eleventh Annual Advertisers’ Ey 


position of the Northern California Association, at 
the Palace Hotel 


trial products and materials was held throughout the 


An educational display of indus 


day and evening in the Concert Room and adjoini 


corridors and parlors. A joint luncheon was held 
with the San Francisco Advertising Club, at whicl 
George A. Renard, Executive Secretary of N.A.P.A 
spoke on ‘‘What National and International Problems 
Mean to the Businessman. The sixteenth annual 
entertainment 


Advertisers Dinner, with = special 


features, took place in the evening. Louis A. Colto 
was chairman of the committee on arrangements, and 


C. W. Whitney 
California 


Executive Secretary of the Norther 
\ssociation and Editor of the Pactfi 


Purchasor, was general manager of the exposition 





Canton-——Dinner meeting of the Canton & Eastern 
Ohio Association, at the Elks Club. Speaker 
Henry S. Ernst, Assistant Secretary of the Cantor 
Chamber of Commerce, ““‘What the Chamber ot 
Commerce Means to Industry.’ 


OCTOBER 20 





Albany—Dinner meeting of the Eastern New York 
Association, at the Fort Orange Club. Speaker 
George H. Pfeif, Personnel Manager, General Electri 
Co., ‘“The Fair Labor Standards Act. 







Cleveland—Plant visit of the Cleveland Associa- 
tion, at the Fisher Body Co., followed by a dinner 
meeting at the Cleveland Club, addressed by officials 
of the compan 


Houston—Semi-annual golf tournament and _ bat 
bacue of the Houston Association, at the Brae Bur 


Country Club 


Toledo—-Dinner meeting of the Toledo Association, 
at the Waldorf Hotel. Speaker: R. C. Todd, Vic 
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President of the American Rolling Mill Co., “A De 
fense of Business.”’” Members of the Foremen’s 
Club and the Toledo Chapter, National Association 
of Cost Accountants, were invited to attend this 
meeting. 


Tulsa—Buffet supper of the Tulsa Association, at 
the Tulsa Club, as guests of the Downtown Chevrolet 
Co., followed by a preview of the 1939 Chevrolet 
models. 


OCTOBER 24 


Oklahoma City—Dinner meeting of the Oklahoma 
City Association. Speaker: Joseph W. Nicholson, 
President of the N.A.P.A. 


Bethlehem, Penna.— Dinner meeting of the Lehigh 
Valley Association, at the Saucon Valley Country 
Club. Sound motion pictures of the automotive 
industry. 


Providence—Dinner meeting of the Rhode Island 
Association, at the Narragansett Hotel. Speaker: 
Willard M. Fletcher, Chief, State Division of Airports, 
ae s : ° ~ ’ rt. . : 

Aviation in General. rhe meeting was preceded by 
a community forum. 


OCTOBER 25-26-27 


Baltimore—Third annual Manufacturers’ Products 
Exhibit, sponsored by the Baltimore Association, at 
the Lord Baltimore Hotel. Strickland Gillilan, 
humorist-philosopher, addressed the Exhibitors’ 
Breakfast meeting on Wednesday morning. W. W. 
Irwin of Rochester, Vice President for District No. S, 
also spoke briefly. 


OCTOBER 25 


Tulsa—Sixth annual Executives Night Meeting 
of the Tulsa Association, at the Tulsa Club. Speaker: 
Joseph W. Nicholson, City Purchasing Agent at 
Milwaukee and President of the N.A.P.A., ‘‘Central- 
ized Purchasing for Government.”’ 


Binghamton—Dinner meeting of the Syracuse & 
Central New York Association, at the Arlington Hotel. 
Speaker: Chapin Hoskins, consulting Economist, 
“Why Most Purchasing Is Done at the Wrong 
Time.” 


Bristol— Dinner meeting of the Connecticut As- 
sociation, at the Pavilion, Lake Compounce. The 
program included discussion of ‘“‘Research Work in 
Industry—What it Means to the Purchasing agent, 
and What the Purchasing Agent Should Mean to It,”’ 
led by J. P. Whitman of the Wallace Barnes Co.; 
“Coal—A Little Light on a Dark Subject, for Pur- 
chasing Agents,” led by Arthur P. Hickcox of Scovill 
Mfg. Co.; and ‘The Wages and Hours Bill and Its 
Relation to the Purchasing Agent’s Work,” led by 
R. C. Swanton of Wirtchester Repeating Arms Co. 
E. S. Cobb of Sidney Blumenthal Co. was general 

Continued on page 61 
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Here’s another actual case where the 
Stanley Car Banding System has 
taken a “hard-to-ship” product and 
put it in the “package” class. Strip 
steel and steel sheets, Stanley Car 
Banded, become floating units that 
are easy to load, safe in transit, OK 


on arrival. 


ADD SAVINGS 
TO PROTECTION 


To the protection that Stanley Car Stanley 


Banding gives your shipments, add —. 
the very real savings you can make 
on bracing materials, bracing time, 
and dunnage. Whether your product 
is steel or roofing, aircraft engines or 


barreled food products, Stanley engi- {a 


neers will work with you, without . 
: , Z Stanley 
obligation, to develop a safe, low-cost re 
Sealer 


banding method. And Stanley will 
supply everything you need—band- 
ing, reels, seals, and tools for 
applying. The Stanley Works, Steel 
Strapping Division, 144 Lake Street, 


New Britain, Conn. 


FREIGHT and CLAIM DIV., A.A.R 


heartily endorses Stanley Car Banding, as compared 
wood bracing, in the reductions in damage claims effe 


[STANLEY | 


TRADE MARK 


CAR BANDING SYSTEM 



































































NEW PRODUCTS & IDEAS 


DUPLICATOR No. 676 


GELATINE ROLL DUPLICATOR which is always ready 

for use without the necessity of changing films offers new 
convenience and low cost for a variety of office and classroom 
uses. A turn of the handle provides a fresh printing surface 
for post card size up to 8°/, X 14 inches. Metal covers protect 
the roll so that only the actual printing surface is visible. It 
will produce copies from originals prepared with hectograph 
writing ink, pencil, typewriter ribbon or carbon paper 


Use coupon below 


WRENCH 
SOCKETS 
No. 677 


NEW LINE OF SOCKETS for use with ratchets and othe: 
handles fitted with */s-inch square drive, is made of high 
tensile chrome-alloy steel, heat treated in electric furnaces, to 


provide maximum strength and toughness and permitting thin 


PURCHASING 
11 West 42nd St. 
New York, N. Y. 


Please send complete data on the New Products 
‘listed by number below: 






























































Company...... 


Address. . 
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wall construction for use in close and awkward spaces. The 
line includes extra deep 12-point and 8-point sockets in a stand 
ard range of sizes, and also has four sizes of universal jointed 12 
point sockets with openings from 7/j, to 5/s inches. The uni 
versal sockets are short and compact in design, operate throug} 
a range of 180°, and are fitted with spring tension to maintair 
the desired angle while in use 


Use coupon below 


FLOW 
INDICATOR 


No. 678 


ISIBLE INDICATION OF FLOW ina pipe line is afforde 

by this device, which consists of a hinged flap located it 
the line of flow and mounted between a pair of glass bull’s eyes 
held in place between removable cover plates. The glass is 
packed against leakage by sheets of a synthetic rubber materia 
impervious to attack by oil or gasoline and a number of chemicals 
[he indicator is mounted in horizontal position, elbows being 
used for this purpose in a vertical line. The standard construc 
tion is with a screwed body, but flanged ends are available t 
specification. The indicator is made in eight sizes, for pipe 
lines from '/2-inch to 3 inches. It is furnished in cast iron 
bronze, aluminum or stainless steel, with hinged flaps of the sams 
material 


Use coupon at left 


TILTING 
CRUCIBLE 
MELTING 
FURNACE 


No. 679 


| pee CRUCIBLE TYPE melting furnace is built wit! 
ample combustion space and an enlarged chamber so as t 
supply maximum heat near the bottom of the crucible, resulting 
in rapid heating and long life. Standard sizes accommodat« 
crucibles from No. 60 to No. 225, with a rated capacity of fron 
209 to 672 pounds of metal 


Furnished for gas or fuel oil 
necessary air connections being a part of the equipment. Thi 
main housing is mounted on roller bearings, and the tilting 
mechanism is simple and sturdy, controlled by a worm and wheel 
and so designed that it will hold in any position, permitting eas) 
tilting and accurate control in pouring. A cover lifting device 
is operated from the front of the furnace, and the cover locks i1 


the raised position, for access to the crucible and furnace interior 


Use coupon at left 
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METAL 
ROOF DECK 


No. 680 


HIS METAL ROOF DECK comes in panels up to 10 ft. 

3 in. in length, with ribs 11/2 to 1%/, in. deep spaced on 6 in. 
enters. The ribs are made narrower at one end of the panel 
so that they fit into the ribs of the adjoining panel, locking 
both at the end and along the side. In standard installations, 
they are attached to the purlins by means of metal clips, but 
welding can be used if desired. The result is a strong and rigid 
ieck, economical, neat in appearance, easy to install and pre- 
senting a minimum fire hazard. Furnished in 18, 20, 22 or 24 
gauge hot-rolled annealed or copper bearing steel, or pure iron, 
unpainted or finished in black or gray. Also available in tight 
‘oat galvanized sheets. 


Use coupon page 54 





FLEXIBLE 
LIGHTING 
FIXTURE 


No. 681 














HIS FIXTURE CAN BE screwed into a standard socket, 

providing a flexible member between the screw base and the 
reflector and permitting quick adjustment to any desired position 
for directing the light where it is most needed. The overall 
length of the unit is 10'/, inches, and the diameter at the largest 
point approximately 8 inches. It accommodates a 150-watt 
lamp. The reflector is made of 18 gauge aluminum, finished in 
black metal lacquer and satin aluminum reflecting surface. A 
color screen adapter is optional equipment. 


Use coupon page 54 


HAND 
SHOVEL 


No. 682 





BLADE OF ALUMINUM ALLOY makes the weight of this 
Ll new shovel only about one-half that of the usual steel blade 
construction, and offers additional advantages in that it is acid 
resisting, non-corrosive and non-sparking. The design of the 
blade has an enclosed back, which helps to keep the shovel clean 
and it is therefore suitable for use in such industries as meat 
packing, dairies, breweries and general food products. The 
non-sparking feature makes it particularly adaptable to chemical 
plants, refineries, coal mines and other locations where a fire 
hazard exits. It is available in seven models and a full range of 
sizes. 


Use coupon page 54 
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Thomas engineers are continually confronted 
with problems which they solve in various ways 
whether with gauge accuracy, special analysis of 
steels, or special tempers. One of the most dif- 
ficult problems we have had to solve is that of non 

scalloping, and while authorities on the subject 
agree that it is not possible to produce a guaran 

teed non-scalloping steel, still Thomas has suc 

ceeded in developing a product in intermediate 
and light gauges which has been adopted in many 
cases where non-scalloping steel isa consideration. 
In such instances the fabricator has been success 
ful in eliminating costly trimming operations. In 
view of these savings, Thomastrip proved more 
economical. 

Wherever similar problems or other problems are 
involved, consult Thomas engineers who have 
shown for many, a definite saving through the 
use of specialized Thomastrip. 





CoLo Routes Stew STEEL « 


ELECTRO ZINC COATED 
ELECTRO COPPER COATED 
ELECTRO NICKEL COATED 
ELECTRO BRASS COATED 
BRIGHT FINISH UNCOATED 


THE THOMAS STEEL CO. Warren, 0: 


Specialized Producers of Cold Rolled Strip Steel 
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HEAVY and complicated welding jobs, 
such as the 30'-8\%"' ring shown above, 
are the kinds we are prepared to handle. 
If you have jobs of this nature write 
for Bulletin 134. 


S.MorGAN SMITH Co. 


a(t): 3 ae oo 








STAMPINGS 


Heavy and Light 


Deep drawing of all metals. Welding. Plating. 
Enameling. Assembling. 


Over 30 Years Experience 
Over 200,000 Sq. Ft. of Plant 


Let us help you design and quote on your requirements. 


THE BOSSERT COMPANY, INC. 











Utica, N. Y. 











Threading Tools 


are of two types—the Spring 
Threading Tool especially designed 
for new tougher alloy steels and 
the ARMSTRONG Threading 
Tool that takes form cutters that 
require only top grinding to re- 
sharpen—always hold true thread 
profile. Write for catalog. 
ARMSTRONG BROS. TOOL CO. 
Tie Tost Mold 


303 N. Francisco Ave., ‘Cie. U.S.A 
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ADJUSTABLE 
V-BELT 
SHEAVE 





ADJUSTABILITY marks tlhe design of 


1 in position by a convenient clamp lever 


tal ways on each side, the table can also be 


ngle rhe table surface is large, straddling 


ball bearing, enclosed, 5 h.p. motor, far 


by push button control 








offering a high degree of accuracy and 


afety to the operator rhe table unit 


a weight in the base of the machine s 


raised or lowered from the center of the 


on two large diameter chrome-plated 


rom the horizontal position and rigidly 


give support for work beyond the rin 
table to 90° from the face of the dis« 


for slots or grooves in the table surface 


culty and danger to the operator The 


that furnishes 
1 and under-voltage Available 








yews ADJUSTABLE DOUBLE-DUTY sheave provides a 


rang yf pitch diameter varying from 2 to 3 inches, and fron 

»4 ely removing the adjustable plate, reversing 

i g it on the hub Che change, which takes only a 
des for a speed variation of L00%, by 

1d ji V-belt run high or low in the sheave 
Pa heating and ventilating industry 
is ada y of other industrial application 

( ive rigid and true-running service 
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BONDING 
MATERIAL 






No. 685 


ECENTLY DEVELOPED IS this new primer processed 
with cellulose to form a tighter bond with old concrete in 
resurfacing old floors or patching with feather-edge materials. 
It has the property of withstanding great vibration, and will 
maintain a tenacious grip under conditions of severe vibration 
due to machinery operation or heavy loads. It can also be used 
for attaching linoleum, rubber tile, cold mastic materials, and 
treads on stairways, automobile running boards, etc. It is 
furnished in condensed form, to be thinned with water and 
applied with a brush. 


Use coupon page 54 


LINE 
MARKER 


No. 686 


OR MARKING TRAFFIC LINES on factory and ware 

house floors, freight docks and loading platforms, this new 
equipment effects important economies in time, labor and 
material. An inexperienced operator can lay down two to four 
miles of accurate, clean-cut line, from two to six inches wide, 
in an hour, as compared with an estimated 700 feet per day by 
hand painting. A dual attachment is available for painting 
parallel lines. By means of free-moving vertical shields, the 
machine can be used over rough surfaces without difficulty. 
The entire outfit, weighing 150 pounds, is mounted on rubber 
tired, ball bearing wheels. It includes a single cylinder air com 
pressor driven by a gas engine, 12 gallon paint tank, and pressure 
feed spray unit regulated by trigger control on the handle 
The pressure feed feature is said to insure a deeply penetrating, 
long wearing line, and efficient atomization results in economical 
use of material. The entire assembly can be thoroughly cleaned 
without dismantling. 


Use coupon page 54 
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VIBRATION ABSORBER No. 687 
EVELOPED EXPRESSLY TO reduce maintenance on r¢ 
frigerating and air-conditioning equipment lines, this device 

is also adapted to general industrial use and is said to afford maxi 

mum results in eliminating vibration, deadening noise, preventing 
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MAKE WILLSON 
























Cover-All Transparent Composition f 
Goggle, Style CC402 with Split End Cups 
Every Industrial Purchasing Agent is invited to writ 
1938 WILLSON CATALOG of Industrial Saf 
(mailed free of charge). The Willson Style C¢ 
above, is just one of more than three hundred 
Goggle Types. Willson also offers a wide 
Bureau of Mines Approved and other types of R 
Welding Goggles, Helmets, and Handshields, and In 
Scientific Instruments EL. CE” ~ 


Consult Willson fos ae @, 3 : 

- - aed #7 ik . 

Eye. Nose. Throat and . 
Lune Protection RESS 


YOUR FIRST CHOICE 

















THERE'S 
osic 
IN BUYING BARNES-MADE 


SPRINGS 


These production safeguards insure the 





success of spring orders placed with Barnes: 


1 A specialized crew to enter, route a 
check your order all along the line. 

2 Compa t produc tion units « apable of qui 
shift-overs in case of emergency, with maximum spet 
on replac ements and hold-ups kept at a minimun 

. Completely stocked warehouse fed b 
Barnes’ own mill— specializing in high-grade 
rolled spring steel. 

4 Experienced trouble-shooters to he p 
ravel the kinks in your spring design or perlorman 


Next time have it Barnes-made 


WALLACE BARNES CO. 


Division of Associated Spring Corporatio 


BRISTOL, CONNECTICUT 
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BARNES 
ED Mech Sew 


BLADES 





Just try Barnes Blades! Tell us your cut- 
ting problem—let us suggest a blade to 
whip it economically 


W.0O. BARNES CO., INC. Detroit, Mich. 











MONEL METAL 
and STAINLESS STEEL 


FORGINGS 


WELDLESS RINGS — SPINDLES 
VALVE TRIM 


MOLDS AND SPECIAL SHAPES 


IRVING FORGINGS CO. 


SYRACUSE, N. Y. 











KROR 


DIAL SCALES 
for industry's every need 
™KRORN © 


BRIDGEPORT CONN. 





In Cleveland it’s 
In Columbus it’s 


THE HOLLENDEN 
THE NEIL HOUSE 
In Akron it’s THE MAYFLOWER 
In Toledo it’s THE NEW SECOR 
In Jamestown it’s THE JAMESTOWN 
ann THE SAMUELS 


Theo. DeWitt, President 
R, F. Marsh, Vice-Pres. & Operating Mer. 
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pipe breakage, and leak-proofing the line. It is manufacture: 
from seamless bronze tubing drawn into a helical flexible tube, by 
a process which permits the use of tubing of extra wall thickness 
and strength without sacrificing flexibility. Plain straight en 
extensions are provided to slip over standard piping or to make uy 
to standard fittings. A notable feature of this absorber tube is 
its one-piece construction, uniform in temper, free of soft spots 
and without the use of any welding. Another feature is the per 
manent double clamping of the high-tensile bronze braid casing 
by means of (a) a metal ring snugly encircling the tube and grip 
ping the braid end, and (b) the soldered ferrule enveloping ring 
and braid end completely and tightly, effecting a positive sea! 
Available in a range of fourteen sizes, from 1/,” to6” inside diame 





ter. Overall lengths measure from 9” straight (or 15” in 90 


bend) for the ’ size, to 36” straight (or 75” in 90° bend) for th 


6” size Working pressures up to 1,000 pounds 


Use coupon page 54 


“PLUG-IN” 
PORTABLE 
ELECTRIC 
HOIST 








No. 688 


A* GGED AND VERSATILE tool that saves time an 
L energy on a variety of miscellaneous hoisting and material: 
handling operations where heavy equipment is too costly and in 


practical, this compact hoist is easily carried and installed by one 





man and is ready for service by merely plugging into an ordinary 
light circuit or 3-phase power line. Light in weight (the 500 lt 
size weighs only 85 pounds), it is powered by a specially buil 
heavy duty, high torque motor, with precision machined gears of 
heat-treated alloy steel, and ball bearings at each rotating point! 
rhe controller, with patented ‘‘delayed reversing’’ feature, ope: 
ates easily with one hand and affords sensitive control for lifting 
the load distances of a fraction of an inch. The brake is smoot} 
quick acting, positive, easily adjusted, prevents drifting of load 
Extra strong, flexible and kink-proof chain. Upper and lowe: 
safety stops automatically limit the travel of the load hook 


Available in four ) 


apacities, from 250 to 1,000 pounds. 


Use coupon page o4 





PROTECTIVE [ ~ _ | 
COATING 


No. 689 L 


M* PAL SURFACES can be protected against corrosion by 
this new coating material of paint-like consistency, whi 


can be applied by dipping, brushing or spraying, after the remova 








of mill scale, loose rust, or old paint It covers about 600 sq. ft 


per gallon, dries hard in 24 hours, and withstands temperatures u} 


PURCHASING 








ik 


up 











to650F. The effectiveness of this protective coating is strikingly 
shown in the illustration, which shows the action of hot dilute 
nitric acid on a piece of metal that was partially coated. The un- 
coated portion has been eaten away as shown, while the coated 
section is unaffected by this severe test, and there is no indication 
of undercutting such as would occur in the event the destructive 
acid were able to work its way under the protective coat. It is 
furnished in black or olive green 


L’se coupon page 54 


GAS-FIRED 
UNIT 
HEATER 


No. 690 


NOM PLETELY SELF-CONTAINED, and operating without 

A steam or water, this new unit heater is suitable for many 
types of commercial, industrial and public buildings. In addi- 
tion to heating, it may be adapted for other purposes such as 
ventilating, cooling and drying. It is suspended from the ceiling, 
mut of the way, and uses either natural or manufactured gas. 
lhe gas fires into a combustion chamber, the products of combus 
tion being passed upward through a bank of tubes and out at the 
rear of the housing. Air is passed around these tubes by means 
~£ a motor-driven fan mounted on the back of the unit. The 
assembly includes a safety pilot which turns off the gas if the pilot 
goes out or burns too low to insure ignition. Made in five sizes 
from 85,000 to 200,000 b.t.u. per hour. 


Use coupon page 54 


CIRCULAR 
SAW WITH 
GROUND 
CLEARANCE 


No. 691 





IGHER performance standards are claimed for this metal 

cutting saw, featuring cup-wheel grinding to provide free 
learance for the metal removed. Chips do not back up under 
high speed or rapid feed, but come off coiled like a clock spring, 
‘thrown clear of the gullet, not dragged back into the cut. Chips 
do not freeze on teeth points. Relief starts on the cutting point, 
permitting free running and smoother cuts without tendency to 
11rn material or heat the saw rim. Can be used on ferrous or 
non-ferrous metals up to the hardness of cold roll or chrome nickel 
ind tool steel. 
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13 
LUCKY 
NUMBER 
FOR 
MANY 
CONCERNS 


OAKITE PRODUCTS, INC., 54 Thames St., NEW YORK 


Branch Offices and representatives in All Principal Cities of the U.S 




































For 13 years this genial, compet 
Oakite Service Representativ 


through his wide knowledge of clean 


ing, has established economies f 


hundreds of concerns in the manu 


facturing section he serves. 


Yes, lucky for many concerns, bi 
his success is based on a thoroug 
understanding of the special requir« 
ment of each concern and of custon 
fitting one of the more than 


Oakite cleaning materials to meet 


them. 


There is a capable Oakite represen 


tative in your locality ... ask hit: 
to submit his suggestions where in 
provements or savings can be estal 
lished in connection with y 
cleaning. 








@ Shipping room efficiency calls for tape that moistens 
quickly and sets speedily. Safe transportation requires 
tape that stays stuck with bull-dog grip. Economy de 
mands you use the best tape, and eliminate waste. You 
get all three with Orange Core — at no extra cost 
Write for sample roll and free folder on sealing. 


MOORE & THOMPSON 
DIVISION HUDSON PULP & PAPER CORP. 
220 EAST 42nd ST., NEW YORK CITY 






















































Fr. 0. B. 


(Filosofy 


ERSONAL PURCHASES have frequently roused 
Ps. ire of local business men, but rarely to the ex 
tent displayed last month at Cambridge, Mass., follow 
ing the publication of an article in the //arvard Alumni 
Review by Bill Morse, University P. A. The articl 
recounted the “duties and pleasures” of the office, in 
cluding purchases of radios, refrigerators, rugs, coal, 
fuel oil, and sundry other items for members of the staff 
‘at a considerable saving.’’ Whereupon the City Coun 
cil, enraged at the University’s “‘state of tax-exempt self 
sufficiency’ and its action in ‘‘deliberately attempting 
to choke the life out of the small business man of the 
city,’”’ entertained a motion to ‘‘secede”’ from the Uni 
versity and to ask the State Legislature to sever all rela 
tions between the University and the City. At this 
distance it would appear that the net result of such a 
move would be to add police, fire and service depart 
ments to the roster of those enjoying the fruits of Mr 
Morse's genial efficiency, and possibly to permit some 
of the complaining business men to pay taxes to the 
University. Meanwhile, the students have joyfully 
seized the opportunity to parade with banners and 
transparencies, to the considerable annoyance of Cam 
bridge patrolmen in the vicinity of Harvard Square 
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WHEN YOU NEED 
SAFETY 


EQUIPMENT 


— WRITE PULMOSAN! 


Save searching time. Write “safety head- 
quarters” for the answer to any problem or 
product to promote safety in your plant. 





Partial List of Safety Devices 
Respirators First Aid 
Hoods, Helmets Fire Fighting 


r Safety Goggles Machine Guards 

( Safety Clothing Safety Ladders 

, Chemical Handling Toe Guards 
Equipment Etc., etc. 


Everything for Personal and Plant Safety 














; @SEND FOR COMPLETE CATALOG 

$ 

| PULMOSAN 

7 

¢ SAFETY EQUIPMENT CORPORATION 
‘ Member: Industrial Safety Equipment Ass’n. 
Dept. P, 176 Johnson St. Brooklyn, N. Y. 
- 
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of Buying) 


NURIOUS CUTHBERT wonders what Mr. Patman 
C thinks of Agriculture Secretary Wallace’s proposal 
lor a dual price structure, adjusted to the customers’ 
por ketbooks 


Sounds just a little bit like discrimina 


tion of a sort 
* Ey 


\t that, it’s an interesting basis for customer 
lassification, and has lots of possibilities. 


Rate them according to what they can pay. 


KF ANYONE STILL doubts that recovery is upon us, 
i let him take a look at the market on acetylsalicilic 
acid (aspirin to you). The price dropped 10 cents a 
pound on October 28th. You can’t fool the old law 


] 


of supply and demand. 


pace of recovery might have been 


Che quick 


ache for buyers except that most of them 
saw it coming as long ago as May, a date that 


since been confirmed by the statistical 


WOMMERCE SECRETARY ROPER is genuinely 
A alarmed lest we go ahead too fast, particularly o1 


the price side Just like the old car: you pray and 


; ; 


swea » get it started, and as soon as you're rolling 
to worry about the brakes. 


vou be 


pUBLIC BUYING IS BESET with many techni 
ge Ss, particularly in view of the general tendency 
to assign a variety of unrelated tasks to the purchasing 
office [In Akron, Ohio, City P. A. Genevieve McQuig 
gan was given the job of selling the new edition of the 
city charter and codified ordinances. When she started 
doing business in the unfamiliar role of a seller, she was 
promptly cited as a law violator for selling books with 
out a vendor’s license and without collecting the sales 
tax of S cents per copy. Hastily shutting up shop, the 
P. A. consulted Assistant Law Director C. B. McRae, 
who provided the necessary credentials and tax stamps. 
After a two-day delay, the P. A.-Vendor was again abl 


to offer the book to any interested citizens. 


PURCHASING 
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Among the Associations 


(Continued from page 53) The Sign of a Modern Office 


chairman. <A sound film, “Steel—Man’'s Servant,” 

was shown through courtesy of the Carnegie-Illinois T 
He - ied B © S CQ N 
sal Oakland Luncheon meeting of the East Bay VE: 
- Group, Northern California Association, at the Lake PENCIL SHARPE. WAY 
la Merritt Hotel. Speaker: Homer Buckley, Assistant 


City Attorney, “Legal Goulash.”’ 


OCTOBER 26-27-28 


Louisville——‘‘Instruct-a-Show”’ exhibit of industrial 
products, sponsored by the Louisville Association, at cele 
Columbia Hall. The three days were designated as \ SELF FEEDER | 
Kentucky Day, Falls City Day, and N.A.P.A. Day. 


OCTOBER 26 
Fort Worth—Luncheon meeting of the Fort Worth 








1S. Association. Speaker: Joseph W. Nicholson, Presi- 
lic dent of the N.A.P.A. A Boston Self-Feeder No. 4 belongs in your offices because 
. ; ; ; ’ of sheer efficiency and economy. It is equipped with the 
se Dallas——Dinner meeting of the Dallas Associa- famous Boston Speed Cutter, (15 cutting edges) giving 25 
tion. Speaker: Joseph W. Nicholson, President greater service than ordinary kinds—and it stops cutting when 
of the N.A.P.A., ‘‘Centralized Purchasing in Govern- a perfect point is made. Think of the pencil economy in this 
ment.’ feature alone. 
At your Stationers .... but be sure it’s a BOSTON 
Rochester— Dinner meeting of the Rochester As- C. HOWARD HUNT PEN CO., Camden, N. J 
sociation, at the Rochester Club. Speaker: Stuart Manufacturers of Hunt Pens, Clips and Speed Ball Produ 








F. Heinritz, Editor of PURCHASING, “Back to Com- 
petition.” 
OCTOBER 27 


Chicago--Luncheon meeting of the Chicago As- 
sociation. Speaker: H. A. Hoover, ‘Illinois Re- 
tailers Occupation Tax.” 


sly Houston —Luncheon meeting of the Houston As- 
on sociation. Speaker: Joseph W. Nicholson of Mil- 
nd waukee, President of the N.A.P.A. 

ng 


Birmingham—Luncheon meeting of the Birmingham 
Association, at the Redmont Hotel. Speaker: W. C. 
Chase, General Superintendent of Mines, Alabama By- 
Products Corp., “Coal Mining.”’ 


San Francisco—Luncheon meeting of the Northern 





ni- California Association, at the Palace Hotel. Motion | 

cy picture, “Something More than Beer,’ presented | 

ng through courtesy of Anheuser-Busch, Inc. 

ig- 

he OCTOBER 28 

ed 

-_ New Orleans—Luncheon meeting of the New Or- 

™ leans Association. Speaker: Joseph W. Nicholson 

les of Milwaukee, President of the N.A.P.A., ‘‘Central- 

he ized Purchasing in Government.” 

| “That he wh lI.” 
ae, at he who cuts may cut well. 
ps. OCTOBER 29 


ble Cincinnati-——Stag bowling party of the Cincinnati LORING COES COMPANY 


Association, at the Hyde Park Country Club. WORCESTER,MASSACHUSETTS 
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ECONOMIC 


TRENDS 
? 





THE McGILL COMMODITY SERVICE has just published a most 
interesting chart which plots the trend of four important eco- 
nomic business indicators since 1925 as follows: 


COST of LIVING 
COMMODITY PRICES 
INDUSTRIAL PRODUCTION 
AVERAGE WEEKLY EARNINGS 


THIS CHART CLEARLY SHOWS how these various business 
indicators lag behind or precede each other, oftentimes giving 
the “‘cue”’ as to what might be expected as the “‘next move.”’ 


YOU MAY HAVE THIS CHART—gratis—if you will simply write 
to us and ask that we send it to you. We believe that with 
your natural interest in prices, it can be of help. 


[IN ADDITION TO THE CHART you will receive the regular 
McGill 10-page monthly bulletin in which it is printed and 
which provides price analyses and forecasts for all basic com- 
modities. 





No Cost or Obligation—No Salesmen Will Call 








McGILL COMMODITY SERVICE - Auburndale, Mass. 





EFFICIENT BUYING IS THE KEY TO PROFITS TODAY 





PURCHASING 











